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N. Y. Dept. Hearing 
Begins on Physical 
Damage Auto Rates 


J.B. Donovan Appears for NAUA; 
Argues for Approval of April 
2 Rate Revision Filing 


CALLS RATES INADEQUATE 


4 Deputy Kline Urges | NAUA to Take 
More Reasonable Position on 
Permissable Loss Ratio 


James B. Donovan of Watters & 
| Donovan, New York, as counsel for the 
|. National Automobile Underwriters As- 
sociation, presented his case to the New 
York Insurance Department at a public 
hearing on Wednesday for acceptance 
by the Department of the NAUA’s rate 
revision filing of April 2, applicable to 
automobile physical damage insurance in 
New York State. 

This filing, rejected by the Department 
on July 24 on the grounds that it did 
not meet the requirements prescribed in 
Section 183 of the Insurance law, would 
have increased the over-all rate by 8.6%, 
or about $6,000,000. The NAUA asked 
that rates for comprehensive and $25, 
$50 and $100 deductible collision insur- 
ance on private passenger automobiles 
be increased 12% while the rates for 
similar coverages on commercial vehicles 
be reduced 10.5%. Estimated effect of 
these two proposals, taken together, is 
a rate level increase of 10.3%. 

Specific request made by NAVA, and 
which the Department has rejected, 
twofold: (1) “that our request 
granted to have the revision proceed 
upon the previously approved basis 
(under which 50% of each premium dol- 
lar is allocated for payment of losses), 
pending final determination of the is- 
sues; or (2) that the Department grant 
a separate public hearing in the imme- 
diate future upon the issue of what 
rating formula would be used for rate 
revisions pending the final outcome of 
this matter.” 


Donovan States the Issues 


Mr. Donovan set the stage for what 
may be a drawn-out hearing lasting 
several weeks by stating the issues in 
this rate revision controversy. He spoke 
directly to Deputy Superintendent Ray- 
mond Harris, the hearing officer, who 
was flanked by Deputy Superintendent 
George H. Kline, serving at the hearing 
as counsel for the Department, and 
Henry Smith, associate attorney of the 
Department. 

Importance of the hearing was indi- 
cated bv the presence, not only of lead- 
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Significant Dates 


in Insurance History 


These dates in the history of America’s 
insurance business mark the founding of a 
company which serves the public today. In 
the years that followed, each company became 
a member of the London & Lancashire Group 
— an organization of strength and depend- 
ability serving policyholders throughout the 
world. 
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No Eggs 


In one of our states there is a county where practically 


They place about 
se_poultrymen 
the chicks 


everyone makes a living by raising chickens. 
one million broilers in the market each week. 1 
buy chicks from the hatcheries and immediately sia: 
off on the job of eating and growing. Before the chickens are old 
enough to lay eggs they go to market as broilers. Hence thie say- 
ing that the county raises a million chickens a week without ever 
seeing an egg. 

And then there is the picturesque instance of the Florida 
hotel, all of whose guests are chickens. The hotel having failed 
as a hotel, and being thrown on the market, an enterprising 
poultryman bought it and uses the rooms to raise thousands of 
chickens for the markets. 


These tall but true stories have point for life insurance 





underwriters. Throughout the United States there are unexpected 
enterprises in various areas peculiar to those areas. These may 
be markets for life insurance. They are not obvious, but they have 
possibilities for the underwriter who is willing to look over the 
rainbow for shades of the Blue Collar market. 
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Metropolitan Ends 
Reinsurance Abroad 
Of Group Business 


Actuary Hohaus Also Helped U. S. 
Firm in Germany Revise 
Pension Plan 


WAS 6 WEEKS IN EUROPE 


Attended International Congress 
of Actuaries Which Met 
in Holland 


his six weeks European trip, 
attendance at the Inter- 
Actuaries in Hol- 
Metropoli- 


During 
which included 
national Congress of 
land, R. A. Hohaus, 


has as part of his mission for 


actuary, 
tan Life, 
the company the termination of Metro- 
politan Life’s few remaining reinsurance 
agreements abroad. The transaction in- 
volved the company’s Group Life insur- 
ance business in France, Belgium and 
Holland. While some complicated ques- 
tions were involved the simplicity of the 
approach during 
its operations enabled these 
matters to be readily solved on a basis 
which was readily accepted by the Group 
interested compa- 


company’s reinsurance 


abroad 


policyholders of the 
nies. 

Another purpose of Mr. 
was to help revise the employes’ pension 
Western Germany's 
subsidiary of a 


Hohaus’ trip 


plan of one of 
largest 
United States firm. 


employers, a 


A Pioneering Operation 


In discussing his trip Mr. Hohaus 
said that the Metropolitan “can take 
pride in the fact that we exported the 
one Life wholly con- 
United 
and helped to 


Insurance service 
ceived and developed in the 
States—Group Insurance, 
establish it We can now 
operating there under its own power.” 

Mr. Hohaus pointed out that while 
both Ordinary and Industrial plans of 
Life had their origins in 
Great Group insurance is a 
“truly product,” 
this country about 40 years ago. By 
the 1920's the system had already been 
widely adopted here, and Group policy- 
holders urged the Metropolitan to ar- 
range for the extension of Group insur- 
ance protection to employes of their 
foreign branches. In 1927 the company 
began Group operations abroad when it 
opened an office in London. 


“In a sense, we might today regard 
it as the inception of Metropolitan's 
own ‘Point Four’ program,” he said 
“We exported not only ‘know-how’ but 
even more important, a small staff of 
trained men who had the ‘know- what- 
to-do’ essential for success.’ 

The company found a ready market 
for Group Life insurance and Group 
Annuities in Great Britain and with the 


abroad. see it 


Insurance 
Britain, 


American devised in 
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Bill enjoyed this concert 
even though he didn't have 


Mn Eur 


Ts school auditorium was nearly filled when 
Helen and Bill McCabe slipped into their 
seats. Across the aisle a pretty woman smiled a 
greeting as they adjusted their coats. Bill lifted 
his hand in a friendly salute as Helen nodded 
warmly. 


‘“My, doesn’t Mary Beck look proud!” Bill 
whispered. 


“‘No wonder!” exclaimed Helen. ‘‘Why, the 
whole town’s turned out for Milly’s concert. What 
mother wouldn’t be proud!” 


As she spoke the lights dimmed and the music 
began. It was a wonderful performance—bril- 
liant, colorful, moving. But as Bill watched the 
flying fingers of the girl at the enormous grand 
piano, he was recalling another performance ten 
years before. 


Milly had been at the piano that night when 
Bill came into the Beck house to discuss business 
with her father and mother. Her skinny legs 
dangled over the piano bench, scarcely reaching 
the pedals. Her blue eyes were intent on the notes, 
her little hands stretching to reach the chords. 
She was playing one of the few classics Bill knew 
by name—the familiar Rachmaninoff Prelude. 
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And even he realized that she played it remark- 
ably well. 


He commented on it as they went into Tom 
Beck’s study . . . said he was sure Milly would 
“‘go places” in music... 


Mary Beck smiled and tried to sound modest 
when she said, ‘‘We hope so. She really loves 
music.”’ But Tom’s grin was frankly proud. 


“That’s one reason I’m taking your advice 
about increasing my life insurance,’”’ Tom ad- 
mitted. “‘Milly’s set on studying the piano, and 
darned if I don’t think she’s got something. I’d 
like to make sure she can go on with her music no 
matter what might happen. And, of course, there’s 
Mary’s security to be thought of, too.”’ 


Together, they had worked out Tom’s life in- 
surance program that night. And now, some ten 
years later, this concert testified to how wisely 
and how carefully they had planned. . . 


The thunder of applause died away and the 
lights came on for intermission. Helen was bub- 
bling over with enthusiasm. “Milly’s positively 
a genius!” she said. “Don’t you think she’s 
wonderful?” 

Bill nodded vigorously. ‘“You bet I do! And 
Rachmaninoff always was one of my favorites, 
you know.” 

Helen looked surprised, then smiled indulgent- 
ly. “That program was all Chopin!”’ she laughed. 
‘But then, darling, you never did have much of 
an ear for music, did you?” 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


Naturally, names used in this story are fictitious. 
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Institute Of Home Office Underwriters Meets 


No Time For Complacency, Says Acree 


This is no time to assume an attitude 
of complacency toward the future of the 
life insurance business while there is an 
ever present threat of Federal encroach- 
ment, John T. Acree, Jr., president of 
the Lincoln Income Life of Louisville, 
told the Institute of Home Office Under- 
writers at its meeting at Edgewater 
3each Hotel, Chicago, this week in his 
address as president of that organiza- 
tion. 

“It is only human nature that often- 
times lets us accept too lightly some of 
our most valuable components brought 
about by the perseverance and midnight 
oil of those who created them,” said Mr. 
Acree. “Our insurance industry and our 
insurance associations are not exceptions 
and if we are to continue to give them 
strength of structure and dignity of 
stature consistent with the past progress 
of the industry, then we must continue 
to build. We must strive to preserve 
what we have today, and be prepared 
to meet the challenge of the future. 


Sees Challenge Ahead 


“It is my opinion that the future will 
be a challenge to all of us and to all of 
our organizations. The growth of insur- 
ance in the United States has not been 
propelled by subsidies from the Federal 
Government or hampered by Federal 
regulation. However, there are indica- 
tions that we may now be at the cross- 
roads where we must decide soon 
whether we will choose to submit to 
Federal encroachment or whether we 
choose to continue along the route of 
free enterprise that has contributed to 
the vigor and growth of our business. 
Our choice is obvious. However, if we 
assume an attitude of complacency, our 
course may be altered and our choice 
expelled. Instead of complacency, we 
must therefore, be eternally vigilant to 
the insurance needs of the public and 
we must strive harder than ever to Sat- 
isfy those needs ourselves. If we do an 
adequate job, then there will be less in- 
centive for those needs to be adminis- 
tered to by the government. 

“Home office underwriting will play an 
important role in making insurance 
available to even more people and* fos- 
sibly at a reduced cost. Every company 
should be alert to changes in statistics 
which will broaden the standard group 
of applicants and reduce the extra pre- 
miums on those who do not qualify for 
the enlarged group. We must look to 
the lessons taught by past experience 
and we must not close our eyes to 
changes in statistics. 


Left Opening for Government 


“Tt is much easier to test the prudence 
of our decisions after enough time has 
elapsed to permit retrospect than it is 
to try to predict the wisdom of our de- 
cisions on the advent of an uncertain 
future. During the last two world wars, 
it was generally speaking, considered 
wise by the industry to exclude war 
risks. Without casting any reflection on 
the prudence exercised by the companies 
in excluding war risks during the last 
wars, we must admit that the result of 
that decision was to place an obligation 
upon the government to furnish billions 
of dollars of life insurance to our armed 
forces. However, in carrying out that 
obligation, they assumed the privilege 
of paying war incurred claims and over- 
head costs by special appropriations and 
of returning money to policyholders un- 





JOHN T. ACREE, JR. 


der the guise of dividends representing 
excess interest and savings in mortality. 

“Without being critical of what has 
been done in the past, let’s make an all- 
out effort to give consideration to any 
avenue that will enhance our industry 
with the full realization that what we 
decide and what we do may change the 
Government’s role in life insurance and 
may affect the public’s attitude toward 
Government sponsored insurance. 

“Tt is not my suggestion that we relax 
our underwriting practices without just 
cause, but I do recommend as the duty 
of the industry that surveys be made and 
statistics frequently taken to determine 
the mortality trend in classifications 
higher than standard on account of 
physical or occupational hazards.” 


Earl MacRae on Income Disability 


Occidental Life of California has a 
long record of favorable experience in 
writing income disability insurance which 
gave special interest to a comprehensive 
paper on this subject by Earl M. Mac- 
Rae, actuary of Occidental Life, given 
before the Institute of Home Office Un- 
derwriters at Chicago this week. 

Recalling the bad experience of com- 
panies with disability insurance during 
the depression of the 1930’s, Mr. Mac- 
Rae said that this was due to their 
failure to recognize that disability under- 
writing was quite different from life un- 
derwriting. “My company,” he said, “has 
always been quite active in the accident 
and sickness field and our knowledge of 
accident and sickness underwriting and 
claim administration was a large factor 
in our success in the income disability 
field.” 

Tells of Occidental’s Methods 


Discussing some of the principles of 
operation of Occidental Life in this field, 
Mr. MacRae said: 

“Our practice is to treat non-can- 
cellable accident and health the same 
as income disability when determining 
the maximum amount of participation. 
We may stretch a point occasionally 
when we are satisfied that the non-can- 
cellable indemnity is limited to two years. 
We usually disregard cancellable acci- 
dent and health insurance because of its 
limited nature. The rapid growth of 
Group disability insurance may create a 
new problem in underwriting income dis- 
ability. Some feel that the waiting period 
on income disability should be extended 
because of the increasing number of 
employes covered by Group insurance or 
by a state plan and some feel that such 
plans will result in a higher claim rate 
under income disability because the pro- 
tection of a waiting period is nullified. 
We have had a state disability plan in 
California for several years and so far 





Life Insurance Association Plans 


For Annual Meeting Dec. 11-12 


Speakers Include Senator Dirksen of Illinois, Allan Sproul, 
President Federal Reserve Bank of New York, and 
Arthur Hays Sulzberger, N. Y. Times Publisher 


Leaders in several of the country’s 
most important fields of activity will 
join life insurance executives in discuss- 
ing questions of national and interna- 
tional interest when the Life Insurance 
Association of America holds its 45th 
annual meeting at Waldorf-Astoria, New 
York, on December 11 and 12. 

Speakers from outside the life insur- 
ance business, who are scheduled to 
address the gathering include United 
States Senator Everett M. Dirksen of 
Illinois, Allan Sproul, president of the 
Federal Reserve Bank of New York, 
and Arthur Hays Sulzberger, publisher 
of the New York Times. Mr. Sulzberger 
will return on the eve of the meeting 
from a six weeks’ European trip with 
first-hand information on the situation 
abroad. 

Informal Discussions 


The life insurance side of the program 
also promises to be of outstanding inter- 
est to the company executives, who will 
be on hand from all parts of the United 


States and Canada. As at past annual 
meetings of the association, emphasis 
will be placed on informal discussions 
of current questions uppermost in the 
minds of leaders in the business. These 
will feature a discussion of accident and 
health insurance and Group insurance, 
the rapid growth of which in recent 
years has raised perplexing questions 
among leaders in the business. 


Linton to Speak 


Another highlight of the meeting will 
be an address by M. Albert Linton, 
president of the association and presi- 
dent of Provident Mutual Life. In addi- 
tion, there will be a number of reports 
of interest to life insurance manage- 
ment. The association is making special 
surveys to forecast the amount of life 
insurance in force at the end of 1951, 
the amount of new life insurance pur- 
chased during the year, and disburse- 
ments to policyholders and beneficiaries. 
The results of these studies will be an- 


(Continued on Page 10) 


there is no indication that it creates a 
problem in underwriting income dis- 
ability. Our overall accident and health 
experience has remained very uniform 
for the past several years. However, it 
is possible that the effect of these state 
plans on our disability rate may show 
up during a period of economic depres- 
sion. We made no change in our accident 
and health underwriting on male risks 
when the state plan went into effect 
but we reduced our limits sharply on 
female risks. We are one of a very few 
companies in the accident and health 
business which bases maximum indemnity 
on income after taxes. Social Security is 
another factor to consider. Our income 
disability benefit reduces by one-half 
at age 60 and several companies pay the 
face amount of insurance at age 65 if 
the policyholder is then disabled. 

“Another principle which is common 
to all types of insurance is that of coin- 
surance. Your $100 deductible on your 
automobile collision insurance is an ex- 
ample and the policies being introduced 
to cover excess medical care costs pro- 
vide not only a deductible amount but 
also that the insured pay a proportion 
of the cost in excess of the deductible 
amount. 


Attitude of Agents 


“In common with most companies, we 
have found that many of our agents 
avoid soliciting their prospects for in- 
come disability because our failure to 
grant the benefit, although we issue 
standard life insurance, jeopardized the 
entire sale. We have convinced a few 
agencies that there is a solution. These 
agencies do not ask for income disability 
on the application but ask us to issue 
if the risk qualifies. The experience has 
been very good. In those agencies which 
are following this practice, the propor- 
tion of cases issued with income dis- 
ability is running over. 80% and of those 
cases which are issued, over 90% are 
placed. We are trying to extend that 
practice because we believe it will result 
in a large volume of profitable business. 

“T have mentioned the criticism which 
has been leveled against accident and 
health insurance because it returns to 
the policyholder such a small proportion 
of his premium dollar. The criticism of 
income disability is that we may have to 
pay out 100% of the premium dollar or 
even more. Maybe~you would be in- 
terested in a middle,contse. If you are, 
I suggest that you investigate the sale 
of accident and health insurance in com- 
bination with life insurance. In my com- 
pany we entered this field actively in 
1942 and have had a very satisfactory 
growth and a favorable experience, The 
coverage is essentially the same as in 
commercial accident and sickness insur- 
ance but our rates are lower, partly 
because we feel (1) that risks who buy 
life insurance are better risks for acci- 
dent and health insurance (2) the evi- 
dence of insurability is much more com- 
plete and (3) first year and renewal ex- 
penses are lower. Two separate policies 
are issued but mailed in a twin policy 
jacket. Premium billing is combined and 
our commissions follow the same pattern 
as for life insurance. Since we are quite 
liberal in continuing coverage on im- 
paired risks, our policies closely approach 
the non-cancellable forms. 

“One great advantage of this form is 
that losses can be controlled if by reason 
of economic depression, for example, the 
claim rate should show an alarming in- 
crease. We believe that because this 
form permits return of a considerably 
higher percentage of the policyholders 
premium dollar, it goes a long way in 
meeting the general criticism to which 
I have referred.” 
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Agency Vice President 
For Shenandoah Life 





G. FRANK CLEMENT 


Shenandoah Life of Roanoke, Va., has 
elected G. Frank Clement, CLU, vice 
president in charge of agencies, it is 
announced by Paul C. Buford, president 
of the company. 

For the past three years Mr. Clement 
has been manager of the home office 
agency with an outstanding record. Pre- 
viously he had been since 1930 with Jef- 
ferson Standard Life as agent, super- 
visor, district manager and branch man- 
ager. 

National committeeman for NALU, a 
CLU, past president of the Roanoke 
Association of Life Underwriters, Mr. 
Clement is a Mason, member of the 
Shrine, director of Roanoke Chamber of 
Commerce and former president of the 
Executives Club, the Lions, Estate Plan- 
ning Council and vice chairman of the 
board of the Virginia Heights Baptist 
Church. 

E. Dudley and G. N. Dickinson, Jr., 
directors of agencies, will continue to 
serve in that capacity as assistants to 
Vice President Clement. 


Fred Keeler Supervisor 

The William H. Siegmund Agency of 
Connecticut Mutual has made Fred A. 
Keeler agency supervisor to assist in 
all agency operations including broker- 
age. Formerly with Northwestern Mu- 
tual, he has been in production ten years 
with wide experience in trust and legal 
work. He received the CLU designation 
in 1949, 


GETS MUTUAL BENEFIT AWARD 

One of the largest suggestion awards 
in the history of Mutual Benefit Life, 
Newark, was presented to Arthur W. 
Garrabrant for his suggestion that an 
IBM punch-card system of tabulating 
the GI and FHA loans be installed in 
the company’s city investment depart- 
ment. 

The use of IBM equipment has en- 
abled the company to handle an ever- 
increasing volume of FHA and GI loans. 


Prudential Announces 
S. & A. Appointments 


NARLEE ASS’T. SALES DIRECTOR 





L. L. Tracy Made Senior Training Spe- 
cialist; Whalen, Fast, Spencer in 
New Positions 


The Prudential has announced ap- 
pointments of five new men to key posts 
in its Sickness and Accident program. 
Howard E. Narlee has been named 
assistant director of sales and service 
and Leon L. Tracy as senior training 
specialist of the S. & A. department. 
Arthur W. Whalen and Paul F. Fast 
have been assigned to underwriting posts 
and William J. Spencer to the S. and A. 
claims division. 

Narlee, Tracy Careers 

Mr. Narlee began his insurance ca- 
reer with Loyal Protective Efe as an 
agent in 1946, later being made field 
supervisor and in 1948 became general 
agent in Buffalo after which he was 
transferred to Boston. A graduate of 
Grove City College he was a _ lieuten- 
ant in the Navy. He is a member of 
the accident and health association of 
Buffalo and Boston. 

Mr. Tracy began his sales career with 
Aetna in 1940 as a field representative. 
In 1948 he was made a general agent 
for Loyal Protective at Springfield, Mass. 
He rejoined Aetna two years later and 
has been associate partner in the Hart- 
ford general agency. He attended Brown 
University and played on its football 
team in 1938-39. In World War II he 
vas a captain of infantry parachute 
troops, receiving a number of decora- 
tions in the European theatre. 


Whalen, Fast, Spencer Careers 
Mr. Whalen has been with A. and H. 


department, Reliance Life as assistant 
underwriter. He attended University of 
Pittsburgh and won a battlefield commis- 
sion in World War II. Mr. Fast was a 
home office underwriter in Aetna Life’s 
A. and H. department. A veteran of 
World War II he attended Trinity Col- 
lege. Mr. Spencer comes to Prudential 
from Los Angeles office of the Travel- 
ers where he was a claim service rep- 
resentative. A graduate of University of 
Wisconsin he was a captain in the Air 
Force in World War II. 


Thos. Read Agency Meeting 

Stanton G. Hale, vice president and 
manager of agencies of Mutual Life of 
New York, and Edward E. Waller, super- 
intendent of agencies of the Central 
Division, Chicago, addressed the annual 
meeting of the Des Moines Agency, 
Thomas B. Read, manager, on Wednes- 
day. Other speakers were Frank G. 
Lundblad, Fort Dodge, chairman; Frank 
B. Singer, Newton; Harold V. Taylor, 
Atlantic; John E. Verink, Rockwell City; 
Harry M.  Livington, Marshalltown; 
Robert W. Daniels, Des ‘Moines; Louis 
\. Buenz, Des Moines and Manager 
Read. The agency comprises 59 Central 
lowa counties. 


ROCHESTER ASS’N MEETS 

Rochester Life Underwriters Associa- 
tion held a luncheon meeting at the 
Chamber of Commerce, Rochester, N. Y. 
Speaker was Salvatore Scrudato, man- 
ager of Metropolitan Life. Three local 
insurance men, in addition, were award- 
ed chartered life underwriter member- 
ship and 63 others received national 
quality awards. 


$10 Monthly Income Disability 
50-Year Family Income Rider 
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Substandard—600% Mortality 
Retirement Benefit Plan for Brokers 


INC, 
1780 BROADWAY, NEW YORK 
-at 57th Street * JUdson6-4660 


MICHAEL A. WILTON, Vice President 








MUTUAL LIFE CALIF. CHANGES 





G. A. Sattem to Retire; Leo C. Murray 
Made an Agency Manager; Service 
Changes in Los Angeles Area 

Mutual Life of New York announces 
a number of changes in Los Angeles ter- 
ritory. At the end of the year G. A. 
Sattem, senior agency manager who 
joined the company in 1912 and has been 
manager in Los Angeles since 1942 will 
retire. The Sattem agency has been 
servicing most of the business in six 
counties. In September, 1950, the com- 
pany established five new agencies in this 
area, now having three units in Los 
Angeles and agencies in Beverly Hills, 
Long Beach and Pasadena. Hereafter 
all business will be divided among these 
offices. 

Leo C. Murray, presently a member 
of the field training staff at the home 
office, has been appointed an agency 
manager to make headquarters at 810 
South Spring Street, Los Angeles, which 
is now the Carl W. Wood agency. Mr. 
Wood’s agency and the B. L. Rohlff 
agency will transfer to 1032 Wilshire 
Boulevard, where the Sattem agency 
now is. Patrick F. Koenigsberger is 
manager of the Beverly Hills agency, 
Carl W. Rogers heads the Long Beach 
office and William H. Rowlands man- 
ages that at Pasadena. 


United Fidelity Changes 


Election of four new officers and one 
promotion by the board of directors of 
the United Fidelity Life of Dallas has 
been announced by Easley Waggoner, 
president. 

Margaret Claypool was elected chief 
underwriter; Roberta Hartman, assistant 
secretary; Lucille Holiman, manager of 
policy department; Elizabeth Spinks, as- 
sistant secretary, and Homer M. Drew 
was promoted to first assistant secretary. 

Miss Claypool joined the company’s 
medical department in 1926. She is a 
charter member of the Texas Home Of- 
fice Life Underwriters Association. 

Mrs. Hartman has been with the com- 
pany since 1929. She edits the company’s 
weekly publication and at present handles 
all the policyholder’s claims. She is a 
member of the Insurance Women of 
Dallas. 

Mrs. Holiman joined United Fidelity in 
1923 and has been in the policy depart- 
ment since 1920. 


Connecticut Mutual Life’s 
Dividend Scale for 1952 


Connecticut Mutual’s dividend  dis- 
tribution to policyholders during 1952 
will reach an estimated $13,285,000, ac- 
cording to a new dividend scale an- 
nounced by President Peter M. Fraser. 
This is approximately $1,105,000 more 
than the amount that will be distributed 
in 1951 and $235,000 more than would be 
distributed during 1952 if the present 
scale were continued unchanged for an- 
other year. : ‘ 

Certain dividends will be increased, 
largely those affecting holders of annual 
premium policies issued after age 35. 
Dividends on single premium policies 
and retirement annuities remain un- 
changed. In no case will any dividends 
be decreased. ; 

The interest rate of 344% on optional 
settlement contracts and the interest 
rate of 3% on dividend accumulations 
will be continued by Connecticut Mutual 
during 1952. i 

In its 105-year history, the company 
has paid to policyholders and _benefici- 
aries a total of $230,201,000 in dividends. 
People throughout the United States 
now have more than two billion dollars 
in life insurance protection with the 
Connecticut Mutual. 





Hancock Illustrations 
Being Used in Schoolbooks 


Illustrations that the John Hancock 
commissioned for its national advertis- 
ing are being used in American school- 
books. Two more history texts published 
this year contain 24 different reproduc- 
tions of the Hancock’s paintings on the 
American theme. Seventeen appear in 
“United States History” by Merle Burke 
(American Technical Society, Chicago) 
and eight in “Living in Our America 
by I. James Quillen and Edward Krug 
(Scott, Foresman & Co., Chicago). 

Illustrations selected represent all 
phases of our nation’s history. Subjects 
are drawn from Revolutionary days and 
from the fields of invention and produc- 
tion, expansion and exploration, private 
enterprise, fine arts, and education. _ 

American folklore is also receiving its 
share of attention with the inclusion 
of such legendary giants at Paul Bunyon, 
Pecos Bill and Joe Magarac. 
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New Dublin Book Talks 
Of “The Facts of Life” 

~NSWERS WIDE QUERY RANGE 

Most Have to Do With Health and 


Healthful Living; Effect of War 
on Health Record 








One of the reasons why Dr. Louis I. 
Dublin, second vice president and statis- 
tician of the Metropolitan Life, writes 
books which attract so much favorable 
attention and get so many quotes in 
newspapers, is because of the keen in- 
sight he displays as a result of a life- 
time in the field of human biology, more 
than 40 years of which have been in 
the service of life insurance. He has 
just written another book sure to at- 
tract a lot of attention, called “The 
Facts of Life—From Birth to Death” 
published by the Macmillan Company. 
This book was written in collaboration 
with Mortimer Spiegelman, assistant 
statistician, Metropolitan Life. It is wfit- 
ten largely in the format of questions 
which he asks himself and Mr. Spiegel- 
man, and which are answered. 

The “facts” referred to in the title 
are mainly those connected with health 
and healthful living. Discussed are many 
related subjects, such as what rents 
most people pay in the United States; 
what are the chances of being struck 
by lightning; how large is our labor 
force; are men safer drivers than women 
and at what age is a single man con- 
sidered a bachelor? 


The Effects of War 


Probably as interesting as anything in 
the book are facts contained in the 
chapter commenting on the effects of 
war. Although the loss of life among 
civilians in European countries may be 
conservatively estimated at 10 to 12 mil- 
lion, Dr. Dublin, probably the greatest 
living authority on statistics, thinks that 
20,000,000 may be nearer the truth. Any- 
thing like accurate data are lacking for 
Eastern and Central Europe, which were 
chiefly affected. Russian losses are esti- 
mated at from 5 to 7 million lives. The 
civilian losses include an estimate as high 
as 6 million Jews exterminated by the 
Germans. It is estimated that the com- 
bat losses of all World War II belliger- 
ents were 9,500,000 to 10,000,000. Axis 
losses, estimated conservatively at 5,200,- 
000 were appreciably greater than those 
of the Allies whose battle toll was about 
4,500,000. The total battle toll in World 
War II was appreciably greater than 
that in World War I. Death losses in 
the earlier conflict are not accurately 
known, but most estimates are about 
8,000,000. Altogether 93,000,000 men and 
women served in armed forces of the 
belligerent nations in World War II. 

High explosive shells were respon- 
sible for more fatalities than any other 
agent in the European fighting during 
World War II. The principal type of 
fatal noncombatant injuries in World 
War II were transport accidents which 
accounted for nearly one-half of all 
fatal noncombatant injuries from Pearl 
Harbor until the end of 1945. Total num- 
ber of men taken prisoner in World 
War II may never be accurately known. 
For all belligerents it may have ex- 
ceeded 15, 000,000, not counting those in- 
volved in the final surrender of the 
armed forces of Germany, Japan and 
their satellites. 


Some Chapter Headings 


In his preface Dr. Dublin says the 
book has been suggested by the great 
number of inquiries from individuals, 
both business and industry as well as 
various public agencies on such a variety 
of topics as population, birth, marriage, 
health, longevity and the factors influ- 
encing them. Many of the questions in 
the book were taken directly from his 
files. These cover a broad range of 
topics of current general interest and 
readers who study a whole chapter 
should find themselves well informed 
on the main points of the subject dis- 
cussed. 

Among chapter headings are “Who 


JOSEPH GROSS DEAD 





Long a Prominent Union Central Agent 
Here; His Work for Infantile 
Paralysis Children 

Joseph Gross, 71, long a prominent 
agent here with Union Central Life, died 
October 21 of a heart attack. One reason 
for his extraordinary record of 1,000 
weeks of consecutive production was his 
consistent rule of making at least 100 
calls a week. In four different years he 
exceeded $500,000 annually. Although 
suffering from heart trouble he continued 
to write a substantial amount of business 
and last month closed a million dollar 
Group Creditor case, largest of that type 
in force with the company. 

Many members of C. B. Knight agency 
over the years felt themselves under ob- 
ligation to Mr. Gross because of the time 
he devoted to teaching them fundamen- 
ta's of the business. 

For some years Mr. Gross was presi- 
dent of The Followers, Inc., a small 
rroup of philanthropically minded men 

“ho took upon themselves the responsi- 
bility of caring for many children cri»- 
pled bv infantile paralysis. Thev boucht 
equipment and employed nurses to treat 
these children free of charge regardless 
of race, creed or color. 





We Are—the Population,” “The Average 
American Family,” “Marital Disolution 
by Divorce, Separation and Death,” 
“Mortality—in General,” “The Conquest 
of Tuberculosis,” “The Mystery of Can- 
cer,” “The Control of Diabetes,” “Our 
Old People,” “The Accident Toll,” “Sui- 
cide and Homicide,” “The Labor Force 
and the Hazards of Occupation,” “How 
Long We Live.” 


Most Fatal Accidents Result From Falls 


Discussing the accident toll Dr. Dublin 
says at age 11 the chances of sustaining 
a fatal accidental injury is less than at 
any other time; Nevada has the highest 
accident fatality rate, New York one of 
the lowest; falls are the most fatal of 
home accidents and more persons are 
fatally injured in the bedroom. 

Discussing longevity, Dr. Dublin an- 
swers the question: “Why are there dif- 
ferences between the longevity of life 
insurance policyholders and that of the 
general public ?” Anyone, he says, who 
buys life insurance must pass either a 
medical examination by a doctor or a 
physical inspection by an_ insurance 
agent. Life insurance policyholders, 
therefore, are a select group in regard 
to health and consequently also in re- 
gard to mortality. Among the charts in 
the book is one showing the longevity 
of presidents of the United States with 
expected years of life after inaugura- 
tion compared with years actually lived. 
Answering the question “Do we outlive 
our expectation of life?” Dr. Dublin says 
“Yes.” 

Health Record During War 


Various facts relating to the effects 
of war are outlined, including the health 
record of the United States during 
World War II, the course of the death 
rate in European countries during the 
war; major outbreaks of disease de- 
veloped during both World Wars; trend 
of juvenile delinquency during ‘World 
War II and how much World War II 
has already cost our country. 

The chapter “Our Body Build” con- 
tains several weight and measurement 
charts; the statement that present-day 
adolescents weigh more and are some- 
what taller than those of a few decades 
ago; children grow more slowly during 
winter, most rapidly in summer; varia- 
tion in height of adults throughout the 
world; the significance of dwarfism and 
giantism in terms of longevity is also 
explained. There is no relation between 
brain size and mental ability, says Dr. 
Dublin 

The book has a list of selected refer- 
ences and a topical index at the back 


a 
Dr. Dublin’s observations in reply to 
the question “Are Men Safer Drivers 
Than Women?” are in the chapter deal- 
ing with Accident tolls. He finds that 
there is no satisfactory answer to that 
question. 


BAIRD 


HAROLD W. 


Harold W. Baird, CLU, has become 
associated with the John Kellam Agency 
of National Life of Vermont, which has 
offices in New Canaan, Conn., and New 
York City. He will be manager for the 
firm of John Kellam Associates which 
specializes in estate planning, 
insurance and pension plans. 

Mr. Baird has an outstanding back- 
ground for his new management respon- 
sibilities, as well as the personal life 
insurance selling and counselling which 
he will continue. In 1935, he entered the 
business in Chicago after his graduation, 
with highest scholastic honors, from 
Northwestern University, School of Com- 
merce. 

In 1940, Mr. Baird received the CLU 
designation, and in the same year he 
moved to New York where he has since 
been engaged primarily in personal pro- 
duction except for a_ period, during 
World War II, when he was on active 
duty in the Signal Corps of the Army. 

Immediate past president of the Life 
Underwriters Association of the City of 
New York, Mr. Baird is currently serv- 
ing as national committeeman, state dele- 
gate, member of the board of directors 
and was one of the founders of the 
Long Island branch. 

A specialist in business insurance and 
pension planning, Mr. Baird is an in- 
structor for the Life Underwriter 
Training Council Part II course on ad- 
vanced underwriting which is yy held 
at Hofstra College, Hempstead, L. I. 


business 


Letter to N. Y. Times From 
Devereux C. Josephs Printed 


Devereux C. Josephs, president of New 


York Life, writing as chairman of the 
grants review board of the National 


Fund for Medical Education, told The 
New York Times last Sunday of the im- 
portance to the general public of the 
purpose for which the National Fund 
has been organized. Among other things 
he said that the greatest leverage upon 
the nation’s health is at -the medical 
schools. It is vita] that those schools be 
financially strong and so provide the best 
in teaching to an ever-enlarging group 
of doctors—not only for private practice 
but for public health, industrial medi- 
cine and the military as well. 


Made Personnel Directors 

Dorothea A. Pfeiffer and E. Donald 
Hyer have been advanced to assistant 
personnel directors by Mutual Life of 
New York. Miss Pfeiffer was made per- 
sonnel assistant in 1945 and Mr. Hyer 
has held various supervisory positions, 
being made personnel assistant in 1947. 





“Variable Annuity” Is 
New Retirement Plan 


PROPOSED BY TEACHERS ASSN. 





Equities Fund To Be Invested in Com- 
mon Stocks; President Lloyd Sees 
Wide Implications 





A variable annuity as a supplementary 
source of retirement income based on 
investment of annuity funds in common 
stocks so as to take advantage of the 
long-term growth of the American econ- 
omy and to help equalize fluctuations in 
purchasing power, was proposed by R. 
McAllister Lloyd, president of Teachers 
Insurance & Annuity Ass’n, at a press 
conference at the Association’s offices in 
New York on Thursday. The proposal 
cells for the incorporation of a Col- 
lege Retirement Equit‘es Fund, restrict- 
ed to investment in common stocks up 
to half of the total premiums paid for 
retirement purposes. While designed for 
ie educational world, Mr. Lloyd, said, 
t has broader implicatians. 

Eligibility for participation in the 
Equities Fund would be limited to edu- 
cational insitutions which have TIAA 
retirement plans with each institution 
free to come in or stay out. The Asso- 
ciation is sending out to its 75,000 policy- 
holders a special bulletin asking their 
reactions to the plan. The plan has 
already been studied and endorsed, Mr. 
Lloyd said, by economists, investment 
and pension experts. 


How Plan Would Work 


When a participant retires his accu- 
mulated fund would be used to provide 
a variable annuity benefit, current prices 
and yields on common stocks being 
used in valuing his variable annuity. 
Thus his income might be $1,000 during 
the first year of retirement, $1,100 the 
second, $900 the third and so forth. “By 
adding this variable annuity to the fixed 
dollar annuity provided by the standard 
TIAA contract,” Mr. Lloyd said, “the 
retired individual would receive a com- 
bined income varying from year to year 
in the number of dollars paid. If the 
future is anything like the past, the com- 
bined annuity will tend to compensate 
for cost of living changes.’ 

The proposal was first submitted to a 
special commission headed by Dr. Henry 
M. Wriston, president of Brown Uni- 
versity, and composed of 18 prominent 
educators, business men, bankers and 
economists who recommended the setting 
up of the separate Equities Fund and 
other features of the plan. 


Hancock District Changes 

The John Hancock has announced sev- 
eral changes in its district manager set- 
up. 

District Manager Lyman S. Lull of 
Wilkes-Barre, Pa., has been transferred 
to Elizabeth, N. J., where he will head 
the district office. He succeeds Robert 
Cardwell, who is retiring under the John 
Hancock pension plan. 

New district manager at Wilkes-Barre 
is Paul F. Petruska, who was an as- 
sistant district manager at Bridgeport, 
Conn. 

James J. Hurley, district manager at 
Oak Park (Chicago), has been granted 
a leave of absence because of ill health. 
William J. McDevitt, Jr., until now re- 
gional supervisor in the Southeastern 
Territory, has been appointed district 
manager at Oak Park. 





OPEN NEW OFFICES 

The Goldstein Insurance Agency, gen- 
eral agents for Connecticut of Bankers 
National Life, Montclair, N. J., has 
opened new and enlarged offices at 54 
Church Street in Hartford. Senior part- 
ner of the agency is Abraham Gold- 
stein, and Ellie M. Goldstein and 
Bernard B. Kaplan are associate general 
agents. Sylvia S. Katz is general office 
manager and head of the accounting 
department and Evelyn Cohn is head of 
the secretarial and records division. 
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AMA Announces Additional 
Annual Meeting Speakers 


Stanton G. Hale, vice president and 
manager of agencies, Mutual Life of 
New York, will be the first speaker on 
the third day of Management 
Association’s annual meeting next week. 

Mr. Hale will present his concepts of 
the job of the agency executive today in 
an address titled “The Agency Man Goes 
Up Into the Mountain.” The Thursday 
morning meeting will be the final gen- 
the annual event at the 


Agency 


eral session of 
Edgewater Beach Hotel, November 12-16. 
meeting will conclude with 
the Training Conference, Thursday af- 
ternoon and Friday morning. 

A forum “What’s Happening in the 
Market Place?” also scheduled Thursday 
morning, will have Lewis W. S. Chap- 
man, CLU, director of company rela- 
tions, Agency Management Association, 
as moderator. Participants will include: 
Richard C. Guest, vice president, Massa- 
chusetts Mutual; W. R. Jenkins, vice 
president, Northwestern National; J. G. 
Parker, president, Imperial Life of Can- 
ada; Stuart F. Smith, vice president, 
Connecticut General: Travis T. Wallace, 
president, Great American’ Reserve 
3enjamin N. Woodson, CLU, managing 
director, National Association of Life 
eens 

The Right Reverend Wallace Conk- 
ling, D.D., Bishop of the Episc: io Dio- 
cese of Chicago, will conclude the morn- 
ing’s program. Dr. Conkling, one of the 
nation’s most prominent churchmen, is 
the author of numerous books and a 
noted speaker. 


The annual 


Also at the last general session, the 
new president of the Agency Manage- 
ment Association will be introduced to 
the membership. Presiding Thursday 
will be Russell J. Wood, assistant gen- 
eral manager, Imperial Life of Canada. 


announced 


Zim- 


speakers 
Charles J. 


meeting 
Tuesday: 


Annual 
earlier are, on 


merman, CLU, managing director of 
LIAMA;; Olen E. Anderson, vice presi- 
dent, John Hancock, and president of 


Paul 


Research 


Speicher, presi- 
& Review 


the association; 
dent, Insurance 
Service. 
Wednesday morning: Clarence S. Ma- 
dill, president, Life Underwriters Asso- 
ciation of Canada; Charles E. Cleeton, 
qr. president, NALU; S. Rains Wallace, 
director of research of the associa- 
F. Weidenborner, 


ai Frank agency 
vice ’ president, Guardian Life of Amer- 
ica; Forrest J. Curry, general agent, 


San Francisco. 
Panel 01 home 


Penn Mutual, 
Wednesday afternoon: 


office supervision, with P. R. Daven- 
port, CLU, director of sales, Southwest- 
ern Life; Richard E. Pille, vice president 


in charge of agencies, Mutual Benefit; 
Gordon S. Woolsey, CLU, assistant su- 
perintendent of agencies, London Life. 
Also scheduled is the Northwestern Mu- 
tual play, ‘The Education of Richard 
Roe.” 


Minimum Age Reduced On 
Northwestern Mut. Policies 


The Northwestern Mutual Life has re- 
duced the minimum age at which life 
policies will be issued from age 10 to 5. 
Also Seared is that the company 
will continue for 1952, with minor ad- 
justments affecting some older policies, 
the same scale of policy dividends paid 
in 1949, 1950 ad 1951 on life insurance 
policies in force. 

The 1952 rate of interest alloted under 
options of settlement and dividend ac- 
cumulations, except where a higher rate 
is guaranteed, will be 2.75%, the same 
as in 1951. 

The annual dividends set aside from 
mortality and expense savings and sur- 
plus interest and to be paid by the 
Northwestern Mutual in 1952, will total 
approximately $41,000,000. The company 
now has more than $6.5 billions of insur- 
ance in force on 1,435,000 policies held 
by owners throughout the United States. 


Reinsurance Abroad 


(Continued from Page 1) 


aid of American selling techniques it was 
issuing a substantial business almost 
from the outset. 
Attitude About South America 
Shortly thereafter the Metropolitan 
explored the question of entering South 
American countries for the direct issue 
of Group insurance. After careful in- 
vestigation it was concluded that it would 
be more advantageous and practical to 
have local insurance companies issue 
Group insurance to subsidiaries of 
American firms, and reinsure the busi- 
ness with the Metropolitan. The re- 
insurance mechanism was desirable at 
the outset since the local companies 
had neither the “know-how” or “know- 
what-to-do” for Group insurance, and 
the reinsurance arrangements enabled 
them to draw on the Metropolitan’s ex- 
perience for that purpose. 
The Reinsurance Approach 

The Metropolitan’s reinsurance ap- 
proach was adopted not only for South 
American countries, but also for a 
number of European countries. This 
approach proved so satisfactory to all 
parties concerned that several years 
later the Metropolitan transferred its 
British business and made similar re- 
insurance arrangements with an English 


life insurance company. An outstand- 
ing advantage of the reinsurance ap- 
proach for the local employer and his 
employes in the various countries is 
the issue of the Group policy and cer- 
tificates in the language and currency 
of the country by a domestic insurance 
company. 

The foreign Group reinsurance ar- 
rangements also had the great advan- 
tage of flexibility and simplicity of 
termination when changing conditions 
and accumulated operating experience 
of the local companies made changes 
or cancellation of the reinsurance desir- 
able. That proved of great practical value 
because, as is well known, conditions did 
change decidedly in a number of coun- 
tries. Reinsurance arrangements were 
terminated in a number of countries 
when that seemed in the best interest of 
all concerned. The terminations involved 
no loss to any of the parties. They also 
meant that the Metropolitan’s “Point 
Four” program had completed its cycle 
and accomplished its purpose since the 
“know-how” and “know-what-to-do” ac- 
quired by the local companies enabled 
them to continue to give excellent serv- 
ice to local Group policyholders without 
further assistance or guidance from the 
Metropolitan. 


Comments on Group Techniques 
in Europe 


In commenting on his experience in 








“I've been reading these Bankers Life circulars you've been putting in 


the milk bottles... 


I’m ready to talk insurance!” 


Bankerslifemen Have Good 
Promotional Backing 


Bankerslifemen have the backing of direct result-producing 
advertising and sales promotion materials which really work, 
although we frankly do not know of any being used as milk 


bottle stuffers. 


These printed materials are integrated into an organized 
and comprehensive sales procedure so that the typical 
Bankerslifeman knows how to use them most effectively. 
That’s another reason they work so well. 


This effective organization of the typical Bankers/ifeman 
makes him the kind of a life underwriter that you like to 
know as a friend, fellow worker or competitor. 
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132 Nassau Street 
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helping revise the employes’ pension 
plan of the American employer in West- 
ern Germany and the reinsurance nego- 
tiated described earlier in this article 
Mr. Hohaus said that all these activities 
gave an opportunity to obtain first-hand 
information of Group Life and Group 
Annuity business in Europe. 

“Becé ause of varying conditions,” he 
said, “the market for Group Life in- 
surance is more limited abroad than it 
is in the United States and Canada. 
However, for the market that does exist 
it is amazing how well our Group in- 
surance techniques are applicable abroad. 
It was also striking, and at times humor- 
ous, how many of our day-to-day Amer- 
ican Group insurance problems, including 
competition, are also duplicated abroad. 


European SS Problems No Novelty 
to 


One of the general impressions re- 
ceived by Mr. Hohaus while in Europe 
was that, despite this country’s late 
start in adopting a Social Security sys- 
tem, there is a more mature understand- 
ing of its purpose, scope and limitations 
zmong the American people and the 
Federal and State legislatures than 
abroad. “They still seem to be groping 
through many of the problems of old- 
age pensions we had here in the 1930's,” 
he declared. 

While attending the International 
Congress of Actuaries’ meeting Mr. 
Hohaus found that the delegates, rep- 
resenting 26 countries, were all concerned 
with much the same business problems 
besetting American actuaries. “In a 
way. it seemed I had never left home. 
The same problems and the same solu- 
cnet ais advanced that we encounter 
1ere. 


Dutch Banquet Observation 


“There is one delightful Dutch cus- 
tom that seems to be uniquely their 
own, however, and which we might try 
to adopt,” he observed. “Unlike the 
American way of speeding through the 
courses of a formal business dinner the 
sooner to be regaled with hours of dubi- 
ous oratory, the Dutch slip in their 
speakers between courses. Soinetimes 
there is even a recess between courses 
when the guests retire to another room 
for a brief interlude of entertainment. 
If a between-course speaker seems dis- 
posed to extend himself, he is quickly 
brought to his senses by the clatter of 
waiters serving the next course. It all 
makes for good digestion and less ora- 
tory, and a good night’s sleep.” 


COAST AGENCIES WIN CONTEST 

Pacific Coast general agencies have 
captured the top five places in a hotly 
contested commercial accident and health 
production contest just closed by the 
nationwide field organization of Pacific 
Mutual Life Insurance Co. Charlton G. 
Standeford’s Fresno general agency took 
first, third and fourth places. Second 
prize went to the Arthur E. Kraus Gen- 
eral Agency, Los Angeles, and fifth was 
won for the Walter G. Hoefflin General 
Agency, Seattle. 
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Engelsmans’ Article 
Written for Parents 


PROGRAM SHOULD START EARLY 





Much Growth Due to Longer Life Ex- 
pectancy; More Young, Mere 
Older People 





Two facts explaining why life insur- 
ance is much more heavily and exten- 
sively owned today than ever before are 
explained in an article written by Ralph 
G. and Naomi L. Engelsman in Novem- 
ber number of The Parents’ Magazine. 
Mr. Engelsman is a general agent, Penn 
Mutual Life, in New York City. Fact 
one is that there are more youngsters 
and their life expectancy will make them 
live to an old age. Fact two is the 
increasing number of oldsters. 

“What good is life insurance to old 
folks?” ask the Engelsmans, and they 
reply: “Now that so many are living 
beyond 65 they are finding out. The 
cash value of Ordinary life policies, 
which becomes larger every year, can 
be a very substantial asset by the time 
you're in your 60's, Only recently the 
newspapers told about a man whose in- 
vestment policy was simplicity itself. 
Every time he got a raise he bought 
more life insurance. When the day 
arrived for his retirement the cash value 
of his insurance was enough to supply 
several hundred dollars of monthly: pay- 
ments to his wife and himself as long 
as either remained in the land of the 
living.” 

What is actually bought by men and 
women is financial peace of mind. “In 
good times or bad, life insurance proves 
itself to be the surest and most conve- 
nient way to protect the individual and 
the family,” continue the authors. “Of 
course, a thousand ways other than buy- 
ing insurance offer temptations to spend 
money and they will gang up on you. 
3ut once a family begins with deter- 
mination to protect itself as it would 
like to do, the dollars have a way of 
lining up so you get your protection and 
other things, too. This planning has a 
way of making a wife an even better 
manager at home and the husband finds 
he’s more skillful in his financial affairs 
in business or professional life.” 

As for protection of children, there 
are many obvious reasons for such insur- 
ance, but many thoughtful parents in- 
sure their sons and daughters with the 
idea of making the policy a lesson in 
good money management and the value 
of understanding the importance of regu- 
lar saving. Premium rates are so low 
that a man of 50, whose father insured 
him as a five-year-old, has a lot to be 
thankful for when he considers how lit- 
tle he now pays for protection. 


Provident Mutual Gains 
Provident Mutual’s new paid business 
for the first nine months of 1951 totaled 
$84,050,000, while insurance in force rose 
to an all-time high of $1,435,931,000. 
The gross rate of return on outstand- 
ing investments as of September 30 was 
3.45% as against a gross rate of 3.32% 
for the corresponding date in 1950. New 
investments for the nine-month period 
amounted to $69,315,000. 





GENERAL AGENTS APPOINTED 

Guarantee Mutual Life, Omaha, has 
appointed two additional general agents. 
Garland T. Scott is the new general 
agent for the Wichita territory and Wil- 
liam F. Dawson is the new general agent 
for Clear Lake, Iowa territory. 

Mr. Scott was formerly a professor at 
Wichita University following his dis- 
charge from the Army in 1946. He en- 
tered the life insurance business as a 
field underwriter in 1948 and one year 
later became general agent in which ca- 
pacity he remained until he joined Guar- 
antee Mutual Life. 

Mr. Dawson has been in the life in- 
surance business for the past seven 
years, 


JOSEPH L. NORMAN DIES 
Joseph L. Norman, 49, district man- 
ager in Bremerton, Washington for Jef- 
ferson Standard Life, died in an Oakland, 
California hospital recently, after an 
illness of several days. Mr. Norman be- 
gan his association with the Jefferson 
Standard in 1940 as a member of the 
Denver agency, later transferring to the 
Long Beach agency. Since September, 
1950, he has served as Bremerton dis- 
trict manager. During his 10 years ca- 
reer with Jefferson Standard, Mr. Nor- 
man qualified four times for membership 

in the Million Dollar Round Table. 


Edwin M. Charles’ New Duties 


Edwin M. Charles, CLU, whose ap- 

pointment to an important home office 
position with the Home Life after being 
assistant manager of the company’s New 
York Oshin Agency was printed last 
week, has been with the Home since 
1946 when he became an agent of the 
Oshin Agency, the company’s leading 
agency, 
_ The home office title of Mr. Charles 
is assistant manager of agencies and in 
that post he will be an assistant to John 
F. Walsh, vice president and manager 
of agencies. 


‘ r 
E. C. Nissen Appointed 

Eric C. Nissen has been appointed re- 
gional Group manager of Republic Na- 
tional Life, with headquarters in Chi- 
cago, according to a statement released 
by George R. Jordan, vice president 
in charge of the Group department, of 
the Dallas company. Mr. Nissen is a 
graduate of Boston University, major- 
ing in business administration. He has 
a background of 28 years in the insur- 
ance business, representing major com- 
panies in managerial capacities at Nash- 
ville, Detroit, and Chicago, specializing 
in the Group field. 





THESE SUCCESSFUL MEN AGREE 


“Mutual Life Training Leads to Success” 

















oe 
ro ss , " 
i 
HARRY K. GUTMANN, C.L.U. New York City, says: 
“Mutual Life training graduated me permanently into life insurance counselling 
on higher levels.” 
KENNETH F. EVANS, Newark, New Jersey: 
i : o 





JACK A. LeCUYER, class of January '49, Greeley, Colorado: 
“The three-year training program and the post-graduate course gives the 
newcomer self-confidence, the old timer new ammunition.” 





“Thanks to Mutual Life’s continuing training program, | made a successful 
switch to life insurance, even after 20 years in an entirely different business.” 


Matual Life’s training program covers a 3-year period starting the day the new 


Field Underwriter joins the Company and paralleling his actual work in field 


underwriting. Regular classroom sessions, written examinations, and supervised | 


study and field work give each new man a professional grasp of family financial 


problems, business problems, taxation, and an understanding of practical psychol- 


ogy. Mutual Life Field Underwriters are thus equipped for success. 


J 
WEATHER —— STAR ATOP OUR HOME OFFICE BUILDING — FLASHES OFFICIAL WEATHER FORECASTS ; 
; i 


THE MUTUAL LIFE 


1740 BROADWAY AT 55TH STREET ° 


INSURANCE COMPANY of NEW YORK 


NEW YORK 19, N.Y. 
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To Hear Dr. Louis I. Dublin 


Made Medical Director 
Louis I. Dublin, second vice presi- 


1 = Dr. Louis I. 

For United States Life dent and statistician, Metropolitan Life, 
will be the guest speaker at a meeting 
of the Junior Branch of the Actuaries 
Club of New York on November 14 at 
the Building Trades Employers’ Asso- 
ciation, 2 Park Avenue, New York City. 
He will discuss “Mortality Past Midlife: 
The United States Compared With 
Other Countries.” 


Mutual Trust General Agent 

Mutual Trust Life, Chicago, has ap- 
pointed Donald M. Comfort general 
agent at Allentown, Pa. Mr. Comfort 
has 11 years of field experience and he 
has been district manager for the Mas- 
sachusetts Mutual during the past year 
at Allentown. He was formerly with 
Massachusetts Mutual at Oneonta, N. Y. 
His initial experience was with John 
Hancock at Elmira, N. Y. 


ANTOINE O. MIRON DEAD 

Antoine Orphir Miron, retired branch 
manager of Sun Life in Montreal, Que., 
died at his home recently at the age 
of 78. He joined Sun Life in 1907 as 
Ottawa representative. He became presi- 
dent of the Top Producers Club in 1913. 
In 1929 he took charge of the new Car- 
tier branch in Montreal and remained 





BONZEY 


DR. CHARLES M. 


The appointment of a new medical 





director, Dr. Charles M. Bonzey, has there until his retirement in 1942. 
been announced by the United States 

sta 2 7ewr ac 2c > coc 7 3 - . . ba . 
Life. Dr. Bonzey assumes the duties of  ;, 1944. After service in the Naval Medi- 
Dr. J. Albert Avrack, who has recently  ¢al Corps, he became examining physi- 
been named medical director for C. V. cian for the Veterans’ Administration in 


Boston, and most recently has acted as 
medical director for the General Motors 
assembly plant in Framingham, Mass. 
Dr. Bonzey has been active for the past 
five years as a life insurance examining 
physician for ten large companies. He 
holds a Diplomate of the National Board 
Medical Examiners. 


Starr & Co. American International 
Underwriters Corp., and affiliated or- 
ganizations. Dr. Avrack will continue 
to act as consulting medical director for 
U. S. Life. 

Dr. Bonzey, a graduate of Cornell 
University, took his M.D. degree at 
Boston University School of Medicine of 


Metropolitan Observes 
A. & H. Anniversary 

IN PERSONAL FIELD 30 YEARS 

Welcomes Katey of Olax Life Compa- 


nies in Individual Field, Believing 
Competition Serves Public 





The Metropolitan Life Insurance Co. 
is celebrating this month its 30th anni- 
versary since its entry into the individual 
accident and health insurance field. Dur- 
ing these 30 years, over two million per- 
sons have been protected by Metropoli- 
tan accident and health policies for vary- 
ing periods of time. 

At the present time, inforce benefits 
amount to over $10 million of weekly in- 
demnity coverage and over $1.5 billion 
of accidental death insurance. Since the 
beginning of the business, over $80 mil- 
lion has been paid as accident and health 
benefits to policyholders and over $8 
million has been returned in dividends. 

Due to Fiske’s Foresight 

The Metropolitan’s individual accident 
and health department was started 30 
years ago as a result of the late Haley 
Fiske’s foresight in seeing the need for 
this type of coverage by persons who 
would not be eligible for the group in- 
surance coverage then in its early be- 
ginning. The company has continuously 
pioneered in the development of indi- 
vidual accident and health insurance 
coverage, and was the first to introduce 
many of the features that are now com- 
mon in the best type of these policies. 
For example, a grace period similar to 
that used in life insurance policies, pro- 
vision for dividend payments, and level 
premiums not subject to increase at high- 
er ages, were several of the important 
features first introduced by the Metro- 
politan. 

The soundness of this program has 
been evidenced by the fact that no pol- 
icyholder ever had to pay any increase 
in premium in order to keep his original 





WANTED 


Ambitious life underwriter to assist 
General Agent in live wire agency. 
Opportunity of learning full agency 
management. Drawing account. 
Box 2053 
The Eastern Underwriter 
41 Maiden Lane, New York 38, N. Y. 











policy in force. Many of the policies 
issued in 1921 are still in force in 1951, 
with the original benefits and the same 
premiums payable but with substantial 
dividends having been credited annu- 
ally for the past 25 years. This out- 
standing record has been made in spite 
of the difficulties of epidemic, depression 
and war years. 

The Metropolitan’s attitude toward 
competition in accident and health is 
that it welcomes the entry of other large 
life insurance companies into the indi- 
vidual accident and health field because 
of its belief that the competition will 
undoubtedly be in the interest of the 
insuring public. The coverage of Met- 
ropolitan policies now includes provision 
for benefits in the event of hospitaliza- 
tion, surgical treatment and nursing in 
the hospital, as well as the basic bene- 
fits for loss of income during disability 
and accidental death and dismember- 
ment. 

Individual coverage has recently been 
made available to all persons eligible for 
the company’s regular ordinary life in- 
surance policies, and coincident with its 
30th anniversary the Metropolitan is 
making available accident and health dis- 
ability income benefits to business and 
professional women. 














=== MR. BROKER 
Keep this on your TABLE 


and 


WEIGH well the advantages 
of 


SECURING CONTINENTAL'S BEST 


through 


THE BEST IN CONTINENTAL 


H. MALCOLM TEARE 


General Agent 


National Leader 
CONTINENTAL ASSURANCE COMPANY 


Chicago, Illinois 


500 FIFTH AVENUE TELEPHONE 
New York 18, N. Y. LOngacre 4-8130 
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Continental Assurance strives in 

every way to ease the producer's 
task by eliminating complications. 
Our representatives, for example, 
enjoy the simplest weight table in use 
today. Here it is in its entirety; 

you be the judge. 


A small thing, perhaps, but it is typical of 
innovations and procedures which have 
helped Continental Assurance to 
establish a record of progress with 

few if any parallels. 


Continental 
Assurance Company 
Chicago 4 


* 
Associates: 


Continental Casualty Company 
Transportation Insurance Company 





CAC’S WEIGHT TABLE 


Rate Table A 
If Weight Is 


se) 


Average 
Weight Is 


130 
LT.) 


Height 
ag 
185 


142 195 


Lye) 205 


160 yak 


LWA) 2259 


180 235 


190 245 


yaele) 255 


consider 2’ shorter than men 
rated if debilitated 


credit 10 pounds 


Women- 
Underweight— 
10 year end— 
20 year end—credit 5 pounds 


Big belly—may debit a table or two 


Short lived family history—may debit a 
table 

Substandard A Table B 
if-1-)(@ 


Table D 


10 Ibs 
20 Ibs 
30 Ibs 
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Clegg Since 1909 Has 
Paid for $25,000,000 

COMPANY OFFICERS HONOR HIM 

wero Penn Mutual as $5 a Week 


erk; 1,585 Lives Insured 
by Him 








John William Clegg, who in 42 years 
in the field has placed more than $25,- 
000,000 with Penn Mutual Life, was 
specially honored November 1 on his 
60th anniversary with the company, when 
he was greeted and felicitated by Pres- 
ident Malcolm Adam, Chairman William 
W. Bodine and all the company’s vice 





John W. Clegg, center, receiving en- 

grossed certificate from President Mal- 

colm Adam, left, and Chairman of the 
Board William W. Bodine. 


presidents. President Adam _ presented 
him with an engrossed certificate of 
appreciation. 

Mr. Clegg began Penn Mutual service 
as a $5 a week clerk and did not be- 
come an agent until 1909. His average 
writings have been $587,000 a year and 
in all 1,585 lives have been covered 
by him. His own cases have paid out 
$6,000,000 in death claims. Mr. Clegg 
went into the secretary - treasurer’s de- 
partment where his duties included pay- 
ing death claims. The department had 
been using a long receipt for the bene- 
ficiary to sign. It seemed to Clegg a 
time consumer, and he induced the de- 
partment to change to a routine by which 
the check was used as a receipt at the 
time the contract was lifted. At another 
time his job was to take care of policy 
loans. Of this he said: 

“Originally they had a_ note that 
would have to be signed and om. the 
back of the note were places for eridors- 
ing interest when paid. I said ‘We’re 
doing a lot of unnecessary work. We 
send a man a notice, we take his check, 
send him a receipt, fill it in in the cash 
book, endorse it on the loan book, and 
then endorse it on the back of the notes. 
That takes longer than anything else 
and it is of no value. The minute a man 
pays off his note, away go your rec- 
ords.” To discontinue that system was 
a revolutionary idea then in the life 
insurance business.” 

When a clerk Mr. Clegg was a mem- 
ber of the Penn Mutual’s baseball team. 
Later, he changed his favorite sport to 
golf and eventually became president 
of the Philadelphia Seniors Golf Asso- 
ciation. He has been a member of First 
Baptist Church in Philadelphia from 
boyhood and became president of its 
board of trustees and also of the board 
of Baptist Home, Philadelphia. 


GROUP SUPERVISOR 

The New York Life has appointed 
Kenneth G. Bangston as Group insur- 
ance supervisor of its Des Moines and 
Davenport branch offices. Mr. Bangston 
has been in the Group insurance field 
since he graduated from the University 
of Iowa in 1947. 


Cal.-Western States Life 
Gives Post to W. D. Daniels 


William D. Daniels has been appointed 
assistant director of education and train- 
ing, California-Western States Life. Un- 
der the leadership of L. C. Tallman, 
second vice president and assistant man- 
ager of agencies in charge of training 
and education, and Stella Gibbs, CLU, 
assistant director of education and train- 
ing, the company’s nationally known 
“You, Inc., Training Program” has 
grown so that additional assistance was 
needed. 


Marketing Institute, Purdue University, 
from 1948 to 1950. He conducted several 
training schools for life insurance com- 
panies and was a staff member of the 
short courses conducted by the Kansas 
and Missouri State Association of Life 
Underwriters at the University of Kansas 
and the Pennsylvania State Association 
at Penn State College in 1949. 

Since May, 1950, he has been a New 
York Life agent in Salt Lake City. He 
was graduated from Brigham Young 
University with a major in Business 
Administration and Marketing. During 
the war he was a first lieutenant with 


J. J. Archer, Aetna Life, Dead 


John J. Archer, 57, assistant comp- 
troller, Aetna Life, died October 31 fol- 
lowing a long illness. A native of Wind- 
sor Locks, Conn., Mr. Archer attended 
Hartford Public High School and Con- 
necticut College. He joined 
Aetna Life in 1910; served in renewal 
division and life accounts department, 


3usiness 


and was named a field auditor in 1927. 
Subsequently, he was assigned to the 
comptroller’s office and in 1949 was ad- 


Daniels was assistant director, 


the Air Force in the European theatre. 


vanced to assistant comptroller. 








Notice any nesemblance ? 


The resemblance between this father and his two sons 
goes deeper than mere physical characteristics. For 
their hopes and accomplishments are very, very similar. 
They are the Wiedermanns of San Antonio, Texas; 
Bernhard A. Wiedermann and his sons Sidney and 
Jean—another famous Union Central father-son team. 

The story of “Ben” Wiedermann is typical of that 
heroic group of people who made a place for themselves 
in the new world. Ben Wiedermann came to America 
at the age of sixteen. After a variety of jobs which 
included working as a salesman for a wholesale-produce 
firm, he finally joined The Union Central Life Insurance 
Company. That was in 1913. For 38 years Ben has 
worked and grown with Union Central. And is he 
a happy, satisfied man? Well . . . listen to what Ben 
Wiedermann has to say: 

“How rewarding it is to be able to look back through 
the years and feel a sense of fulfillment. I’ve had about 
everything a man can want—a grand family and work 
that gave me financial security as well as personal 
satisfaction. 

“It isn’t all looking back, either. Now my sons, Sidney 


and Jean, are with Union Central. And I can look 
forward to the fact that their futures will be happy and 
secure, too.” 

Right you are, Ben Wiedermann! The Union Central 
Life Insurance Company not only provides its agents 
with opportunity for financial security while active, but 
assures them of liberal retirement and pension ar- 
rangements. 

An alert, co-operative Home Office aids the men in 
the field with modern sales tools. And, of course, 
Union Central offers a policy to meet every life insur- 
ance need from birth to age 70. 


The Union Central 
Life Insurance 
Company 





CINCINNATI, OHIO 
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Life Insurance Association Program 


(Continued from Page 3) 


nounced at the meeting. There also will 
be a report giving the latest available 
data on life insurance investments. 


Expanded Program 


This year the program has been ex- 
panded to cover three full sessions. Be- 





EVERETT M. DIRKSEN 


ginning at 1:30 on the afternoon of De- 
cember 11, the first session will open 
with reports and an informal discussion 
period led by President Linton. Senator 
Dirksen’s address will follow. 

The morning session on December 12 
will open with Mr. Linton’s address. 
This will be followed by the discussion 
of accident and health insurance and 
Group insurance. The traditional asso- 
ciation luncheon will be held in the 
grand ballroom of the Waldorf at 12:30, 
with Mr. Sulzberger as the guest 
speaker. 

Mr. Sproul’s address will open the 
afternoon session, after which there will 
be a business meeting of the association. 

Careers of Non-Insurance Speakers 

An outstanding figure among the 
nation’s law makers, Senator Dirksen 
has devoted a major portion of his 
career to legislative activities at the 
Federal level. Elected to Congress in 
1932 from the 16th Illinois District, he 
successfully carried the Republican ban- 
ner through succeeding Democratic 
landslides until 1948 when he tempor- 
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1891-1951 
BOSTON MUTUAL 
LIFE INSURANCE COMPANY 





Sixtieth Anniversary Year 


JAY R. BENTON, President 











arily withdrew from the Washington 
scene. Two years later, at the insistence 
of his constituents, he reentered the 
political arena to capture the Congres- 
sional seat of the Democratic incumbent, 
Scott Lucas, majority leader of the 
Senate. 





ARTHUR HAYS SULZBERGER 


More than three decades of experience 
as a journalist contribute to the back- 
ground of Arthur Hays Sulzberger, pub- 
lisher of the 100-year-old New York 
Times. He entered the newspaper field 
in 1919 and has followed his chosen 
profession ever since, to rise to the chief 
executive office of a paper recognized 


ACTUARIAL SUPERVISOR—wMale: For large Eastern pension consultant. Should have 


experience in Employe Benefit Plans (particularly pension plans). Give all personal data and 


e salary expected in first letter. Replies kept confidential. Box 2048, The Eastern Underwriter, 


41 Maiden Lane, New York 38, N. Y. 











ALLAN SPROUL 


as one of the greatest in the world. He 
is also a director of the Associated 
Press. In this capacity he serves with 
a small group of newspaper men in keep- 
ing clear of bias the vast stream of news 
which flows throughout the world from 
its largest news gathering agency. 
When Allan Sproul address the meet- 








A WELL-BALANCED COMPANY 


improves performance 


From childhood’s earliest 


moments... balance is 


essential to progress. 


So, too, in a life insurance 
company, continuous 
achievement is aided by a favorable 
balance of past history, present 
progress, and future plans. 


Fidelity is a well-balanced 
company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 








ing, his audience will hear a financial 
leader who has long been an important 
spokesman of the Federal Reserve Sys- 
tem on fiscal and monetary policies. He 
has been connected with it since 1920 
when he joined the Federal Reserve 
Bank of San Francisco as head of the 
Division of Analysis and Research. Since 
then, he has held a series of important 
posts with the system which have given 
him unusual! insight into its operations, 
both in this country and abroad. He 
came to the New York bank in 1930 at 
the request of George L. Harrison, and 
ten years later succeeded him as presi- 
dent when Mr. Harrison became the 
chief executive of the New York Life. 


Program Committee 


The committee in charge of arranging 
the program for the association’s meeting 
is: Julian D. Anthony, chairman, presi- 
dent, the Columbian National Life; Har- 
rison L. Amber, president, Berkshire 
Life; William A. Berridge, economist, 
Metropolitan Life; Paul C. Buford, presi- 
dent, Shenandoah Life; Richard B. 
Evans, president, Colonial Life; Thomas 
DE Lovejoy, Jr., president and treasurer, 
Manhattan Life; and Charles M. Wil- 
— president, Western and Southern 

ife. 


Atlantic Alumni Officers 


Herbert V. Florer, general agent, 
Aetna, Boston, was elected president of 
Atlantic Alumni Association, an organi- 
zation of graduates of the Agency 
Management Association’s Schools in 
Agency Management, at its annual 
conference recently at the Westchester 
Country Club, Rye, N. Y. 

Mr. Florer succeeds Arthur V. Young- 
man, general agent, Mutual Benefit, New 
York City. Other officers named at the 
meeting were John D. Marsh, general 
agent, Lincoln National, Washington, 
D. C., vice president; M. Roos Wallis, 
general agent, Equitable of Iowa, Phila- 
delphia, secretary-treasurer. Named to 
the executive committee were Erle B. 
Renwick, manager, Phoenix, Portland, 
Maine; Roy Gundersdorff, general 
agent, Equitable of Iowa, Newark, N. J.; 
John W. Boynton, general agent, Massa- 
chusetts Mutual, Baltimore; Edgar M. 
Robinson, manager, New York Life, 


Albany, N. Y 


SUPERINTENDENT OF AGENCIES 

R. W. Knechtel has been appointed su- 
perintendent of agencies by Monarcli 
Life of Canada. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, IIl. 


76 William St., N. Y. 5, N. Y,, 
WH _ 3-7680 
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EARD on the WAY 





The article in The Gold Book of Life 
Insurance Selling [which was issued on 
October 5], by William M. Anderson, 
vice president and managing director of 


North American Life Insurance Co., 
Toronto, on “Canada’s New Old Age 
Security Program,” has attracted wide 


attention in the Dominion. 

At the time the article was prepared 
originally, the North American Life sent 
it to its own field force, and the part 
of the material dealing with integration 
has already been of value to them in 
adjusting their sales methods to the 
new security program. 

The article was also used as the basis 
of a talk Mr. Anderson gave early in 
October to the Simcoe - Muskoka Life 
Underwriters Association which has its 
headquarters in Barrie, a city 60 miles 
north of Toronto. The occasion was 
the annual public relations dinner of the 
Association to which had been invited 
a group of the town’s prominent citi- 
zens. They had asked for an address 
on the subject of Canada’s new Old Age 
pensions, and the text of Mr. Anderson’s 
article was of such a character that with 
only some minor amendments it proved 
suitable for both life underwriters and 
people outside of the life insurance 
business. Leslie Dunstall, general man- 
ager of the Life Underwriters Associa- 
tion of Canada [also _a contributor to 
the 1951 edition of The Gold Book], 
who was present at the dinner in Barrie 
asked for permission to reproduce cer- 
tain parts of Mr. Anderson’s article in a 
forthcoming issue of Life Underwriters 
News, publication of the Life Underwrit- 
ers Association of Canada. 

The legislation governing the financing 
of the Old Age pensions program was 
introduced on October 25 at the special 
Fall session of Parliament which is now 
sitting. 

Labelled the 2-2-2 formulas, the 
financing involves a 2% tax on the first 
$3,000 of each person’s taxable income; 
a 2% tax on corporate profits and a 2% 
slice (or one-fifth) of Canada’s 10% 
Federal sales tax. These earmarked 
revenues are designed to create a self- 
balancing pay-as-you-go fund to provide 
the universal flat pensions of $40 month- 
ly to everyone age 70 and over. 





C. A. Smith, Hillcrest Farms, Chester, 
West Virginia, was awarded the annual 
trophy of the Kansas City Life for the 
best herd of 10 Herefords, at the Amer- 
ican Royal Live Stock and Horse Show, 
recently. President W. E. Bixby made 
the presentation. The trophy was a 
large, suitably- engraved silver tray. This 
is the third successive year in which 
the award went to Mr. Smith. 

The competition is designed to pro- 
mote a uniformly high level of quality 





Great-West Branch Managers 
J. Wilfred Simmie has been appointed 
manager of the Saskatoon branch of 
Great-West Life, transferred from the 
Windsor branch, "which he has managed 
since 1948. Walter H. Jackson, formerly 
a supervisor at the Vancouver branch, 
succeeds Mr. Simmie at Windsor. 


MONTREAL MANAGERS ELECT 

At a recent meeting of the Life Insur- 
ance Managers Association of Montreal, 
the following officers were elected for 
the coming year. 

Fernand de Haerne, honorary presi- 
dent; Martin Arnovitz, president; J. G. 
Gauthier, first vice president; D. A. 
MacDonald, second vice president; Rez. 
Conner, secretary, treasurer. 

, Directers elected were R. H. Bertrand, 

A. J. Marling, H. A. R. Martin, om ‘ 
Nadeau, Edmond Sarrasin, J. C. Smea- 
ton, and J. B. Sparling. 


in Hereford herds throughout the coun- 
try. Entrants are not permitted to draw 
animals from various herds. All 10 head 
must comprise a competing herd. 

Mr. Bixby himself is a Hereford 
breeder. He owns and operates the Bar 
BX ranch near Glenrock, Wyoming. 


Uncle Francis. 


Columbian National Drive 


Forty-two agencies are competing in 
the Columbian National’s annual Presi- 
dent’s Cup drive, during the months of 
October and November. This year’s drive 
has special significance, since November 
marks President Julian Anthony’s 20th 
year with the Columbian. 

The traditional campaign is climaxed 
by the presentation of the large silver 
loving cup to the agency that beats its 
quota by the greatest perecntage. Quotas 
have been set for each agency, based 
on previous performance, and the agency 
that does the most effective job of beat- 


ing its quota will also be given a ban- 
quet in its home city, at which all active 
members of the agency will be the guests 
of President Anthony. Prizes will be 
awarded to all agencies that exceed their 
quotas. Last year, 32 agencies received 
such awards. Individual agents who ex- 
ceed a specified minimum of written and 
paid-for business will also get special 
prizes for their performances. 

The cup is presently in possession of 
the Lindsay Agency in Brockton, Mass., 
the winner in 1950. It had been pre- 
viously on display in the offices of 
the 1949 winners, Harold S. Schlesinger’s 
Agency, New York. 
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Is it 17, 23, 372 Never 
write its Family Income plan for that exact num- 


x 
Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 


W. B. STANNARD, Vice Presiden. 






Take a Number 
from 10 to 50 


Take ANY NUMBER from 10 to 50, so long as 
it represents the number of years the client’s 
family will need monthly income. 


mind. 


ber of years. Our Family Income pays monthly 
benefits to the selected age of the beneficiary. 


And we’ll put it on any Life, Endowment or 
Term policy that continues or renews as long 
as the income period. Or we'll write it without 
a basic policy. (We call it Income Protection in 
this form.) 


Why not make programming easier this way? 





Occidental will 
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Ward To Be Equitable, 
Iowa, Supt. of Agencies 


WILL ASSIST RAY E. FULLER 





Herb W. Ehrsam to Succeed Ward as 
General Agent in Portland, Ore.; 
Their Careers 


F. W. Hubbell, president, Equitable 
Life of Iowa, announces the appointment 
of J. Richard Ward, general agent of 
the company in Portland, Ore., as super- 
intendent of agencies. Mr. Ward will 


take over his new position at the com- 
pany’s home office in Des Moines, Feb- 
ruary 1, 1952. 

Ray E. Fuller, agency vice president, 





J. RICHARD WARD 


will continue in full charge of all agency 
department activities and responsibilities. 
Working directly under Mr. Fuller’s su- 
pervision, Mr. Ward will give immediate 
attention to the coordination of training, 
supervision and agency administration. 
A native of New Mexico, where he at- 


HERB W. EHRSAM 


tended University of New Mexico, Mr. 
Ward became an Equitable of Iowa 
agent in Pueblo, Colo., in 1934. He was 
made district agent in Grand Junction, 
Colo., in 1938 and general agent there 
January 1, 1940. Mr. Ward was ap- 
pointed home office field supervisor Jan- 
uary 1, 1942, in which capacity (with the 
exception of a military leave of absence 
in the armed forces) he worked through- 
out the company’s territory until Feb- 
ruary 1, 1946, when he was assigned to 
the Portland, Ore., agency as a super- 
visor. He has been general agent in 





HONOR VINCENT COFFIN 


Dinner and Field Tributes Mark His 
20th Anniversary With Conn. 
Mutual 
A dinner at the Hartford Club Wed- 
nesday night of last week culminated 
observance of the 20th anniversary with 
Connecticut Mutual Life of Vincent B. 
Coffin, senior vice president. Toastmas- 
ter was Peter M. Fraser, president of 

the company. 

A sterling silver punch bowl, en- 
graved with the facsimile signatures of 
more than 500 members of the field 
force who achieved outstanding records 
during a special anniversary effort was 
presented as a gift from the field to 
Mr. Coffin by A. Van Pritchartt, gen- 
eral agent for the company at Memphis. 
Mr. Pritchartt is chairman of the Gen- 
eral Agents’ Advisory Committee which, 
on behalf of the entire field force, set 
aside the month of September as a 
special tribute to Mr. Coffin. A record- 
breaking volume of $39,104,652 of life 
insurance protection was written during 
the month. 

The 15 top producers from throughout 
the United States attended this testi- 
monial dinner. Each of the 15 men 
presented Mr. Coffin with an engraved 
sterling goblet, also gifts of the field. 





F. M. Ansley, Berkshire 


Manager at Cleveland 

Frank M. Ansley, CLU, has been ap- 
pointed manager at Cleveland for the 
Berkshire Life. 

Mr. Ansley has been associated with 
the Cleveland agency for several years. 
He will be assisted by Thomas E. Uhle, 
who is being promoted to assistant man- 
ager. Charles Zupanic will continue as 
cashier. 

Robert P. Gygli retired last week on 
disability as general agent for the 
Cleveland office. He will continue his 
association with the company as asso- 
ciate general agent. 


Lincoln National Contest 


In November, representatives of Lin- 
coln National Life will again participate 
in a month-long contest in honor of Vice 
President and Director of Agencies Cecil 
F. Cross. Cross Month will feature two 
contests—one sponsored nationwide by 
the company and another by individual 
general agents within their own agen- 
cies. In addition, a number of contests 
involving competition between agencies 
have been arranged by general agents. 

In the company-sponsored contest all 
representatives have an opportunity to 
win and the winners will be named on 
the combined basis of production volume 
and premium income. 





Portland, Ore., since February 1, 1947. 
Under Mr. Ward’s direction the Port- 
land agency ranked 11th in 1947, 9th in 
1948, 6th in 1949 and 8th in 1950 among 
all Equitable of Iowa general agencies, 
with an annual paid life insurance pro- 
duction in excess of $3,000,000. The Port- 
land agency was fifth in paid life insur- 
ance production among all Equitable of 
lowa general agencies during the first 
nine months of 1951. 


Career of Herb W. Ehrsam 


Mr. Ward will be succeeded as gen- 
eral agent in Portland, by Herb W. Ehr- 
sam, whom Mr. Ward contracted as 
Equitable of Iowa agent in 1946. A na- 
tive of Portland, Mr. Ehrsam attended 
the University of Oregon. He has quali- 
fied annually for the President’s Club, 
the company’s top production group, and 
has a One-A-Week Club record dating 
from his first week under contract. For 
the past year he has assisted Mr. Ward 
in training and supervision in the Port- 
land agency, and on March 1, 1951, was 
appointed regional agent, in which ca- 
pacity he has assumed added responsi- 
bilities of training and supervision. 


WSB Industry Members 

Ask Curb on Pensions 
THEY MAKE MINORITY REPORT 
Oppose Majority Members Proposal to 


Liberalize Treatment of 
Pension Plans 








Washington—Industry members of the 
special panel named by the Wage Sta- 
bilization Board to study pension and 
welfare plans in the light of the board’s 
10% wage raise formula made a minority 
report last week asking curbs on such 
plans. The majority report favorable to 
pension plans was made recently. 

On pensions and welfare, the majority 
report of the public and labor members 
had proposed the virtual decontrol of 
health and insurance plans; pension 
plans would have required Wage Board 
approval only where they exceeded the 
pattern or practice in the industry in- 
volved. 

The minority members of the panel 
would not require Wage Board approval 
for (1) new or increased health and wel- 
fare benefits where at least one-half of 
any added net cost was paid by new 
employe contributions; (2) extension of 
existing plans to additional groups of 
employes of the same employer; (3) 
adjustment of existing plans with bene- 
fits not varying directly with earnings; 
(4) deferred profit sharing plans under 
certain circumstances. 


Reasons for Control 


This report would permit regional 
boards to approve other new or increased 
health and welfare or pension programs 
that did not exceed “prevailing practice,” 
as defined in the report. 

The minority set forth these reasons 
for control of employe benefit programs: 

“1. To leave employe benefit programs 
out from under control is in violation 
of the letter and spirit of the Defense 
Production Act. * * * 

“2. The. limitation of control of em- 
ploye benefit programs would allow the 
pressures for increased compensation 
which have been building up behind 
Regulation 6 and Regulation 8 as 
amended to break through and spill over 
into the field of health, welfare and 
benefit programs. Thwarted wage pres- 
sures would be immediately converted to 
benefit program pressures.” [Regulation 
6 permits, without board approval, in- 
creases in average wage rates of 10% 
over January, 1950. Regulation 8, revised, 
permits, without board approval, wage 
increases commensurate with the rise 
in the Consumers Price Index from a 
base of January, 1951.] 

“3. The setting up of new programs 
and the liberalization of existing pro- 
grams under today’s circumstances will 
have inflationary effects. Whether an 
employer spends money for wage in- 
creases or for benefit programs, he is 
adding to his operating costs and eventu- 
ally must cover such costs with price 
increases,” 


LONG BEACH GENERAL AGENT 

Appointment of Walter J. Hawkins as 
general agent at Long Beach, Cal., has 
been announced by Pacific Mutual Life. 
In taking over the direction of the com- 
pany’s Long Beach office, Mr. Hawkins 
succeeds Bruce R. Gilbert, transferred 
to Los Angeles to take over the general 
agency formerly headed by his father, 
Erle T. Gilbert, now assistant superin- 
tendent of agencies in Pacific Mutual’s 
home office. 

Mr. Hawkins, who was formerly a 
member of the Gilbert agency staff, has 
a successful background in life insurance 
field work and also in industrial sales 
management. 


Named Associate Actuary 

National Life of Canada has appointed 
John Gorham as associate actuary. He 
has been associated with the company 


since 1948. 


Zimmerman LAA Talk on 

Helping Agents Sell 
PROSPECTING A BIG PROBLEM 
Says Greater Public Relations Are 


Needed in Field, Policyowner and 
Community Relations 








Every one in life insurance has the 
job of helping to “glorify the welfare 
mate—instead of the Welfare State,” 
Charles J. Zimmerman, managing director 
of Life Insurance Agency Management 
Association said in a speech before the 
Life Advertisers Association last week 
in Williamsburg, Va. 

The “welfare mate,” Mr. Zimmerman 
explained, is “the fellow who is taking 
care of the security of his family himself, 
through his own initiative and without 
dependence on government subsidy.” 

Mr. Zimmerman suggested that there 
are three major areas where greater pub- 
lic relations is needed. These are field 
relations, policyowner relations and com- 
munity relations. 

“The public relations man can exert a 
great influence on improving relations 
with the field,” the speaker said. “He can 
do this by improving service to the field, 
giving them better selling tools, and giv- 
ing them the recognition they deserve. 
There are many, many more things you 
can do.” 

The life insurance agent, said Mr. Zim- 
merman in his talk entitled “Helping 
Agents Sell,” has several basic problems. 
First, he has competition, just as all 
salesmen have; he competes with other 
products, other types of security, both 
governmental and private. The agent, 
said the speaker, also has the problem 
of low earnings at the start of his career. 


Prospecting Biggest Problem 


“But the biggest problem an agent has 
is prospecting,” said Mr. Zimmerman. 
“If he can lick this problem, he has gone 
a long way toward licking his other 
problems. The public relations man can 
help the agent prospect; he can help in 
many ways, thus helping to improve 
field relations. 

“In the field of policyowner relations, 
there lies awaiting all of us a great op- 
portunity. The field is largely unworked, 
providing an even greater stimulation to 
those of your companies who will tackle 
the job. 

“The easiest man to sell is the man 
you’ve already sold. Every agent under- 
stands this. Why not resell your own 
policyowner, instead of inviting some 
other company to do it? Companies need 
to tell their policyowners what the com- 
pany is doing for the community in 
which the policyowner lives. For ex- 
ample, I know of a company that has 
$8,000,000 invested in the improvement 
of, Seattle, Wash. But do the people 
of Seattle know that the company has 
invested this amount in Seattle? No, they 
do not. : 
“In the field of claims, there is a 
great opportunity to build good relations 
with your policyowners. Just ask yourself 
this question: Do your policyowners 
know how much your company pays out 
in claims in their local community? 

“Let’s consider visits of home office 
executives to agencies for a moment. 
Why cannot the medical officer, when he 
come to visit an agency, set up a meet- 
ing of local doctors? Investment men 
could plan a similar event. When the 
president visits an agency, why not have 
him meet with local leaders? Such meet- 
ings would afford an opportunity to tell 
your company’s story to groups you are 
not reaching now. : 

“These are only a few opportunities 
for extending your company’s public re- 
lations in these areas of the field, the 
policyowner and the local community. 

The problem of distribution, Mr. Zim- 
merman told the advertisers, is the 
costliest of any operation of a life in- 
surance company. The greatest oppor- 
tunity for savings is in the agency de- 
partment and “you help in reducing costs 
if you can help the agent sell, help him 
to be successful.” 
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GET WIDER RESPONSIBILITIES 





New Duties of Nelson A. White and 
Alice E. Roche of Provident 
Mutual Life 
Because of Provident Mutual’s train- 
ing program development plans to have 
a wider scope and broader basis, Nelson 
A. White will devote all of his time 
and attention to 
program with title of director of sales 
training. A staff of men of field experi- 
ence and training ability will be named 
At the same time, it is 
announced by Vice President James H. 
Cowles that Alice E. Roche will become 
director of sales education with the re- 
sponsibility of preparing sales and edu- 
cational material to meet company ’s 
growing demands. She has been assistant 

director of education and training. 


administration of this 


to assist him. 


Prudential Anniversaries 
Four district managers in The Pru- 
dential Insurance Co.’s field organiza- 
tion celebrated anniversaries of 25 or 
more years with the company this 
month. They are: Arthur B. Fleischer, 
head of Brooklyn District Office No. 8; 
NT) Lehmkuhl, manager of Paterson 
J.) No. 1; Joseph F. Guinan, who 
ill Prudential’s district office at 
Malden, Mass., and Alexander McGil- 
~-Saale ‘district manager at Tarentum, 


ate Fleischer and Mr. Lehmkuhl are 
both veterans of 30 years with Pru- 
dential. The former started his insurance 
career in Manhattan and has directed 
the affairs of Brooklyn No. 8 since 1944. 
Mr. Lehmkuhl has held the manager’s 
post at Paterson No. 1 for more than 
20 years and is a civic leader both in 
Paterson and his home town of Haw- 
thorne, N,. J. 

Mr. Guinan and Mr. 
have 25 years of Prudential service to 
their credit. A native of Boston, Mr. 
Guinan spent the first seven years of 
his company career there before being 
named manager of the Malden District. 
Mr. McGillivray came to the United 
States from his native Scotland in 1923, 
and joined Prudential three years later 
as an agent in New Castle, Pa. He has 
headed the Tarentum District since 1944. 


McGillivray each 


NAMED DISTRICT ORGANIZER 

Great-West Life has announced the 
appointment of George F. Lemble as 
district organizer at pes Arbor, Michi- 
gan. Mr. Lemble will be associated with 
Arthur P. Johnson, manager of the com- 
pany’s Detroit branch. Mr. Lemble will 
serve the increasing number of Great- 
West Life policyholders in the County 
of Washtenaw. i 


DES MOINES ASS’N SPEAKER 

Louis E. Throgmorton, vice president 
and director of public relations for Re- 
public National Life of Dallas, spoke be- 
fore the Des Moines Association of Life 
Underwriters recently. 


UTICA ASSOCIATION SPEAKER 
F. Hobart Hamilton, agency vice presi- 
dent of Connecticut General Life, spoke 
at the October luncheon meeting of the 
Utica Life Underwriters Association. 


ELECTED LITTLE ROCK MAYOR 
Pratt Remmel, 36-year-old insurance 
man, defeated the incumbent Demo- 
cratic mayor of Little Rock, Ark., Sam 
Wassell, by more than two to one. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Life Counsel Program 

Annual meeting of the Association of 
Life Insurance Counsel program for De- 
cember 10-11 at Waldorf-Astoria will 
include these speakers: Gerhard D. 
Bleicken, John Hancock; Edward J. 
Schmuck, Acacia Mutual; Elizabeth V. 
Doogan, U. S. Life; Ralph A. Church, 
Equitable of Iowa; Eldon Wallingford, 
LIAA; Richmond Moore, Jr., Beneficial 
Life. 


New Law Chairmen 


James B. Donovan, chairman, Commit- 
tee on Insurance Law, Association of the 
Bar of New York, announces new sub- 
committees. Chairmen of the committees 
follow: Life insurance, Daniel J. Reidy; 
Casualty insurance, Francis Van Orman; 
State regulation, Samuel R. Feller; Fire 
and Marine, David A. Ticktin; Group, 
Pensions, Annuities, George E. Johnson; 
Education, A. Alan Lane; Compulsory 
Automobile Liability, Oscar R. Houston. 


Fidelity Mutual Sets Record 


eset B Mutual Life of Philadelphia 
has closed the first ten months of 1951 
with the largest paid volume for the 
corresponding period of any year in its 
history. According to an announcement 
to the field from E. A. Roberts, presi- 
dent, new paid volume is 4% ahead of 
last year. October paid business showed 
an increase of 38% over the same month 
last year and was best October in com- 
pany history. 


Pacific Mutual Dividend 

A new dividend scale, effective Janu- 
ary 1, 1952, has been announced by 
Pacific Mutual Life. One interesting fea- 
ture of the new scale is the allowance 
of first year dividends, conditioned upon 
payment of the second year’s premium. 
In addition, dividends for the early policy 
years have been adjusted upwards for 
most plans. 


Wm. H. Whorf Joins AMA 


Agency Management Association has 
appointed William H. Whorf as a con- 
sultant on the Company Relations Divi- 
sion staff. He comes from Paul Revere 
Life where he has been a supervisor on 
the West Coast. He has had experience 
in accident and health as well as Group 
and Ordinary. 


Coffin to Make Chicago Talk 


Vincent B. Coffin, senior vice presi- 
dent, Connecticut Mutual Life, will speak 
today at the Mid-Continent Trust 
Officers Conference in Chicago. The sub- 
ject of his talk is “There’s No Mystery 
in Salesmanship.” 
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OPPORTUNITY 


for energetic man with life insurance sales background. Large 
office in Bergen County, N. J. 


Box 2055, The Eastern Underwriter, 
41 Maiden Lane, New York 38, N. Y. 


Sales potential $1,000,000 








Regional Group Manager 


_ 





S. T. WHATLEY 


S. T. Whatley has been promoted to 
regional Group manager at St. Louis for 

3ankers Life of Des Moines. He will 
be in charge of Group sales and service 
for the company in the St. Louis-Louis- 
ville-Nashville area. 

Mr. Whatley has been Group repre- 
sentative at Houston where he was as- 
sociated with Regional Group Manager 
Ross Fox. Before he joined Bankers Life 
in September, 1950, he was a salesman 
in the Los Angeles general agency of 

Pacific Mutual. 

He first attended the life insurance 
business as a salesman for the Aetna 
Life. He attended the University of 
Pennsylvaia where he majored in busi- 
ness administration. 








Sc cua 


complete personal protection plans ARE specific — more 
specific; in sales appeal and in coverage. One reason— 
they include ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 
HOME OFFICE=—LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 








INTEREST IN BOOK 





Requests for Great - West’s “Profitable 
A. & H. Selling” Come From Many 
Countries 
Requests for “Profitable Accident & 
Health Selling,” a sales training manual 
released in June by the Great - West 
Life, have been received from such far 
away places as Cape Town, South Africa, 
and Tokyo, Japan, as well as from all 
parts of Canada and the United States, 
Foreigners requesting the manual ex- 
pressed a desire to learn more about 

North American insurance practices. 
The majority of requests and inquiring 


letters received by the company have 
been prompted by a story which ap- 
peared in the insurance trade press 


when the manual was first published. 
, “Profitable Accident & Health Sell- 
ing” differs from the usual training 
manual] in that more emphasis is placed 
upon selling skills and sales ideas, rather 
than upon a knowledge of Accident & 
Health policy contracts and claim proce- 
dures. It is basically a “sales idea” 
book. 


Mrs. Denis B. Maduro Dead 


Mrs. Denis B. Maduro, wife of one of 
most prominent lawyers and insurance 
consultants in the city who is also ad- 
viser of Million Dollar Round Table, 
died in a New York hospital this week, 
following a heart attack. 


SOUTHWESTERN DIVIDEND 

The regular quarterly dividend of 40 
cents a share, payable in January, was 
authorized by the directors of South- 
western Life of Dallas. The company 
produced $92,080,190 in paid-up insurance 
during the first nine months of this year, 
a gain of $293,409 over the same period 
of 1950. Insurance in force September 
30 totaled $875,579,841 an increase of 
$46,357,841 since December 31. 

During the nine-month period, the 
company put almost $26,000,000 more into 
urban and rural real estate loans in 
Texas, pushing the total above $90,000,- 
000, or about 40% of the company’s total 
invested funds. 


Honor E. R. Hodgkins 
Members of the field force of the 
Massachusetts Protective Association, 
Inc., and the Paul Revere Life staged 
an October sales testimonial to Edward 
R. Hodgkins, vice president and manager 
of agencies. 
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Saffert Now Actuary 
Great Southwest Life 


COMPANY ENTERING A. AND H. 





Will Add to Contracts and Enter Some 
Other States; Career 
of Saffert 





Arthur W. Saffert is the newly ap- 
pointed actuary of Great Southwest Life 
of Phoenix, Ariz. The addition of Mr. 
Saffert rounds out the executive staff 
of the company, and its companion com- 
pany, National Reserve Insurance Co. 





Gene of Phoenix 


ARTHUR W. SAFFERT 


President of Great Southwest is Ken- 
neth K. Pound. 

For several years Mr. Saffert has been 
an active member of the Insurance Ac- 
counting and Statistical Association. As 
assistant actuary of Old Line Life of 
Milwaukee he has been closely associated 
with both actuarial and personnel mat- 
ters. 

It is of special interest that the Great 
Southwest is currently entering the acci- 
dent and health field, and that Mr. Saf- 
fert’s experience is ‘well rounded both 
in that field and in life insurance. Presi- 
dent Pound says the company plans to 
add to its line of policy contracts (both 
life and A. & H.) and to undertake a 
considerable expansion into other states. 


NIAGARA PENINSULA MEETING 

The Niagara Peninsula regional con- 
vention of the Life Underwriters’ As- 
sociation of Canada was held at the 
Royal Connaught Hotel, Hamilton, Ont., 
recently. The day-long meeting was at- 
tended by insurance agents from all 
parts of the peninsula. 

Speakers at the morning sessions were 
Russell C. Tomlinson, Chicago, education 
director of the New England Mutual 
Life; Leslie W. Dunstall, Toronto, gen- 
eral manager, Life Underwriters’ As- 
sociation of Canada; and Glenn C. Tomp- 
kins, Toronto, assistant superintendent 
of agencies, Canada Life. 

In the afternoon speakers were James 
E. May, CLU, Toronto, supervisor of 
agencies for eastern territory, North 
American Life, and Mr. Tomlinson. 


REGIONAL REPRESENTATIVE 

George Olmsted, president of the 
Bankers Security Life Insurance Society, 
announced the appointment of J. Reu- 
ben Darr as regional representative for 
its credit life department. Mr. Darr, a 
Chartered Life Underwriter, has been 
director of insurance for the Veterans 
Administration in Iowa for the past five 
years, 


Outlives Mortality Table 

In 1895 Charles E. Mills of Dedham, 
Mass., took out a $1,000 life policy with 
the John Hancock. Recently Mr. Mills 
reached his 96th year, attaining the max- 
imum length of life anticipated when 
he purchased his policy. He was pre- 
sented with a check for $1,000 by the 
John Hancock, represented by Agent 
Robert W. Jones of the Boston agency. 
Originally, Mr. Mills was persuaded to 
buy his policy by “general and _ state 
agent” for the John Hancock, Francis 


Marsh, who rode the train with him to 
Boston each day. 

At that time Mr. Mills, an artist, had 
a studio in town. He painted the por- 
traits of numerous judicial figures, edu- 
cators and doctors. Another phase of his 
work was painting large scenic and his- 
torical tiles which were set in the walls 
of restaurants as part of their deco- 
ration. Mr. Mills also designed stained 
glass windows, one of which is in Me- 
morial Hall, Cambridge, Mass., and an- 
other in Trinity Chapel, Boston. Mr. 
Mills lives with his sister, Ellen, 93, 
in Dedham. 


NEW POLICY DIVIDEND SCALE 

A new policy dividend scale, effective 
January 1, has been announced by Pa- 
cific Mutual Life. One interesting fea- 
ture of the new scale is the allow ance 
of first year dividends, conditioned upon 
payment of the second year’s premium. 
In addition, dividends for the early policy 
years have been adjusted upwards for 
most plans. 


MIDLAND MUTUAL CONVENTION 

Midland Mutual Life will hold its 
1953 convention on June 24-26 at Sky- 
top in Pennsylvania. 
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1. Your client signs a note for the total 
amount he would usually pay at 
the quarterly rate to carry his life 


insurance for one year. 
2. 


The Chase pays your client’s premi- 
ums for a full year in advance. 


Underwriters... 


You can create new business and increase present 
volume by persuading your clients to finance their Life Insurance Premiums through 
THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, 


PRINCIPAL FEATURES: 


3. Your client repays the Chase in 
convenient monthly installments, 
over a period of one year, at the 


same total cost, in most instances, as 


his insurance charges would be if 
he paid them on a quarterly basis. 


Our folder, THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, és 
available in quantities to underwriters for distribution to their policyholders. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


52 Cedar Street 


Member Federal Deposit Insurance Corporation 


Consumer Credit Department 


Telephone HAnover 2-6000 
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PRESSURE ON REAL ESTATE 


APPRAISERS 

At the recent meeting of the Colum- 
bia Society of Real Estate Appraisers 
at the Men’s Faculty Club of Columbia 
University a long discussion was held 
over pressures it is alleged are being 
brought to bear on real estate appraisers 
to make reports or testify in court at 
variance to their true beliefs respect- 
ing the values of particular properties. 
Harry K. Keller, president of New York 
Metropolitan District chapter of Ameri- 
can Institute of Real Estate Appraisers, 
said that an appraiser is often put “on 
the defensive as soon as he is hired.” 
Joint committees of the American Insti- 
tute of Real Estate Appraisers and of 
American Bar Association have been 
trying to work out procedures for solv- 
ing appraiser-lawyer problems and “ex- 
pert” court testimony of extreme dispar- 
ity, and the opinion was expressed at 
the Columbia meeting that these com- 
mittees would be successful in finding 
a way to let the real estate appraisers on 
the witness stand “feel more like an arm 
of the court rather than an advocate of 
one party.” Considerable criticism was 
also heard about..“off-hand appraisals.” 


SOCIAL WELFARE SURVEY MADE 
BY NEW YORK TIMES 

The New York Times has run a series 
Federal, state and 
local expenditures for welfare, the pat- 
tern of aid programs in the states, the 
effect of governmental help on private 
charity agencies and the trends found 
in public aid in a nation-wide study of 
the field which it has made. The articles, 
which began appearing on Sunday of 
this week, were written by Lucy Freeman 
of the Times staff. They throw an inter- 
esting light on the entire social welfare 
structure of the country. 

According to Miss Freeman 12,000,000 
receiving monthly in- 
come payments through governmental 
sources other than salaries as Federal 
employes. Four per cent of the nation’s 
population, or 5,500,000, are needy per- 
sons getting public assistance. But, says 
the New York Times writer, despite the 
rise in public assistance rolls since the 


of four articles on 


persons are now 


end of World War II and the 19,000,000 
increase in population since 1940, the 
country is now helping fewer needy per- 
than ten years ago. Also, it is 
spending less money for each needy per- 
son than a decade ago, even taking into 
account the decreasing purchasing power 
of the dollar. 

The New York Times sees a significant 
change that began last January. Public 
assistance recipients have dropped from 
6,000,000 to 5,500,000, while those receiv- 
ing benefits under the Federal Old Age 
and Survivorship insurance program in- 
creased by a million. 

Discussing this change Miss Freeman 
said in part: “If present favorable eco- 
nomic conditions continue this may re- 
sult in a changing order of welfare. It 
will transfer thousands of needy from 
public assistance, which on the whole is 
supported out of general revenues, to the 


sons 


social insurances, in which each one con- 
tributes towards his benefits. . . . Those 
eligible for old age and survivors insur- 
ance increased so much during the last 
year because of the 1950 amendments to 
the Social Security Act. It is expected 
that by this December another 350,000 
will be receiving retirement benefits. The 
rate is expected to grow even more 
rapidly in mid-1952 when thousands of 
workers who were nearing age 65 at the 
time of the 1950 amendments will have 
worked the necessary six calendar quar- 
ters to qualify for the benefits.” 

Among interesting facts brought out 
by the New York Times survey is the 
wide variety of benefits given by the 
various states, some making no contribu- 
tions. The public assistance share of 
national income last year was 1.13% of 
the total. Ten years ago it was 3.44%, 
which included work relief programs. 

As usual, the New York Times has 
done a splendid job in this survey which 
is of great interest to insurance com- 
panies. 


Marshall B. Wheeler of Athens, Ga., 
who has been attending the Aetna Life 
Insurance Company’s Group insurance 
school, recently was awarded a trophy 
after winning the New England Public 
Parks tennis championship at Hartford, 
Conn. He also won the Hartford In- 
surance League individual championship. 


Leland S. Gregory, Robert E. Battles 


Commissioner Maloney 


John R. Maloney, California Insurance 
Commissioner, is shown in above pic- 
ture congratulating Robert E. Battles 
on the latter’s election as president of 
California Association of Insurance 
Agents. Looking on is Leland S. Gregory, 
assistant vice president, Fireman’s Fund, 
who with other company executives at- 
tended the 44th annual convention of 
the California association which was in 
Los Angeles. Mr. Battles is manager of 
insurance department of R. A. Rowan 
& Co., Los Angeles. 


* * * 


H. Fred Monley, director of schools 
in Agency Management, has completed 
ten years with the Agency Management 
Association. Also an assistant director 
of the association’s company relations di- 
vision, he came to the association in 1941 
from the Provident Life of North Da- 
kota. He is a graduate of the University 
of North Dakota. With the association, 
he served as a consultant until he was 
commissioned in the S. Naval Re- 
serve during World War II. He had 
three years af active service, participat- 
ing in invasions of the Gilberts, Mar- 
shalls, Mariannas, Philippines and Ryu- 
kus. He became editor of “Manager’s 
Magazine” upon his return to the asso- 
ciation and in November, 1948, received 
his present title. 


* * * 


Howard S. Dudley, director of Pa- 
cific Mutual Life and widely known 
in Pacific Coast business circles, em- 
barked in mid-September via Pan 
American Airways Strato-Clipper on the 
first leg of an extensive world air tour 
that will take him by air to Hawaii, 
Japan, Hong Kong, Manila, Indonesia, 
Singapore, Thailand, Calcutta and New 
Delhi in India, Egypt, Turkey, Tunisia, 
Algeria and most of Western Europe. 
Primarily a pleasure cruise, Mr. Dud- 
ley’s itinerary nevertheless includes nu- 
merous informal conferences and speak- 
ing engagements. In Tokyo he will re- 
main several weeks, and while there 
will confer with Japanese life insurance 
leaders on the subject of American pub- 
lic relations techniques. 


* * * 


E. S. Ashbrook, chairman of the board, 
North American Life of Chicago, cele- 
brated his 72nd birthday last month. 
He joined the company as a personal 
producer in 1910 and then entered home 
office agency department. He was elect- 
ed president in 1927 which office he 
filled until January, 1951, when he was 
elected chairman. He is rated as No. 1 
fan of the Chicago Cubs baseball team, 
having missed only the first pitch and 
last out of one home game in the past 
nine years. Also, he is head of the Boys 
Club sponsored by the Cubs. 





FRANK R. MIDDLETON 


Frank R. Middleton is the new vice 
president of the National Surety Corp., 
in charge of the newly formed eastern 
department which embraces the states of 
Ohio, Michigan, Pennsylvania, Dela- 
ware, New York (excluding the metro- 
politan area), New Jersey and the New 
England states. He joined the National 
Surety in 1924 and since 1933 has been 
state manager for Ohio, with headquar- 
ters at Columbus. Mr. Middleton at- 
tended the meeting of resident vice pres- 
idents and managers of the company 
at Hot Springs, Va. November 4-8, 
before taking up his new duties at the 
home office of the company in New 
York. 

* * * 

George H. Olmsted, board chairman of 
the Hawkeye Security insurance com- 
pany of Des Moines and now on active 
army duty in Washington, D. C. has 
been promoted to the rank of major 
general. He has been in Washington as 
head of the global military aid program 
and his elevation from brigadier general 
followed by only a few weeks his selec- 
tion as director of military assistance 
in the office of the secretary of defense. 
He served during world War II on the 
staff of Gen. Albert C. Wedemeyer in 
China. 

* * sd 

Bruce Hoblitzel, insurance and _ real 
estate man of Louisville, Ky., has been 
awarded the 1951 distinguished leader- 
ship award of the Louisville Advertising 
Club at a joint luncheon meeting of 
the advertising club and Louisville Bet- 
ter Business Bureau. The awa:d was 
in the form of a plaque. Mr. Hoblitzel 
started his real estate business 38 years 
ago, and later established an insurance 
business and is a member of the Louis- 
ville Board of Fire Underwriters. He is 
a shriner, and was just recently made a 
33rd degree Mason. 

: * * 

Charles G. Kupfer, supervisor, im- 
proved risks department of the North 
British Group, retired October 31 after 
more than 43 years’ continuous service 
with the group. He was in insurance 
nearly 48 years, but was employed else- 
where prior to 1908 after joining the 
North British in 1903 and later leaving 
the company for a short time. Years ago 
Mr. Kupfer was active on North Brit- 
ish baseball teams and recently coached 
a North British nine in the Insurance 
League. On retiring he was honored with 
a luncheon and gifts from his associates. 


Hugh Christie, deputy Florida Insur- 
ance Commissioner, has resigned to be- 
come associated with the E. Dana John- 
on & Co. insurance agency in Jackson- 
ville. 
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Braniff Agency, Dallas, Making 
Fast Progress 

The sale to Kansas City Fire & Marine 
Insurance Co. of the controlling interest 
of the Prudential Fire Insurance Co. of 
Oklahoma and the taking over by the 
Kansas City Fire & Marine of the gen- 
eral agency business of T. E. Braniff 
Co. of Oklahoma has resulted in some 
misunderstandings in the East as to 
Mr. Braniff’s status as an insurance 
man. While it is true that most of his 
activities are devoted to the Braniff Air- 
ways organization, of which he is the 
head, the Braniff insurance agency oper- 
ations in Texas are going on all cylin- 
ders. Manager of the T. E. Braniff Co., 
whose headquarters are in Dallas, is 
Leslie A. Partridge. In a letter to the 
writer Mr. Partridge said: 

“In July, 1949, I joined Mr. Braniff 
here in Dallas and this local agency was 
established. From its inception the pre- 
mium volume increased very satisfac- 
torily and today this agency ranks high 
among Dallas local agencies in dollar 
volume. This growth continues and in 
time the local agency will assume more 
prominent proportions. The agency is 
handling a large number of manufactur- 
ing risks as well as the protection on 
several of the foremost airlines. In addi- 
tion, much industrial aid aviation busi- 
ness is being written and a great deal 
of varied personal lines going into the 
makeup of an agency. 

“Mr. Braniff is still on the board of 
the National Association of Casualty 
and Surety Agents, and keeps in con- 
stant contact with his friends and ac- 
quaintances in the insurance field. 

“After 51 years Mr. Braniff sold his 
Prudential Fire Insurance Co. and his 
Oklahoma general agency to the Kansas 
City Fire & Marine which absorbed most 
of the physical plant and many of the 
employes. Mr. Braniff will still keep in 
close touch with the Prudential Fire 
and his employes through his position 
on the board of the Kansas City Fire & 
Marine. 

“The T. E. Braniff Co., Dallas, repre- 
sents the Camden Fire, Continental 
Casualty, Fireman’s Fund Insurance Co., 
Fireman’s Fund Indemnity Co., Niagara 
Fire, National Union, New Amsterdam, 
Ohio Casualty, Prudential Fire, Sun In- 
surance Office, Underwriters at Lloyd’s, 
Franklin Life and Southland Life. These 
facilities enable us to give a complete 
and well-rounded service to all clients.” 

Manager Leslie A. Partridge joined 
Fireman’s Fund Indemnity Co. in 1934, 
and later went to Aero Insurance Un- 
derwriters, becoming Eastern branch 
manager. He moved to Houston and 
established American Aviation Under- 
writers before joining Mr. Braniff in 
the inauguration of his agency in Dallas. 

In talking of the Oklahoma transac- 
tion Morton T. Jones, president of Kan- 
sas City F. & M., said to the writer: 

“We bought the controlling interest 
of the Prudential Fire with the under- 
standing that the general agency busi- 
ness of the T. E. Braniff Co. of Okla- 
homa would be eliminated. The general 








agency of T. E. Braniff Co., Oklahoma, 
consisted of the representation prin- 


cipally of the Prudential Fire. Mr. 
Braniff also had a small amount of busi- 
ness in one of the casualty companies 
and I think a small amount in some 
fire company. We did not attempt to 
take over the business there of this 
casualty company or this fire company 
which business may be sold to some one 
else. The T. E. Braniff Co. in Dallas 
does not in any way conflict with the 
operation of Kansas City F. & M. or 
Prudential Fire in Oklahoma or Texas.” 
* * * 


Accident Victims’ Pictures Don’t 
Violate Privacy 

Editor and Publisher, principal trade pa- 
per of daily insurance publishers and edi- 
tors, ran an article recently of considerable 
interest to claim departments of insurance 
companies. It had to do with whether the 
privacy of persons injured in accidents is 
violated by publications of pictures of them 
in newspapers. The article, written by Al- 
bert Woodruff Gray, is reproduced on this 
page with consent of Editor and Publisher: 

A Boston school girl was killed in an 
automobile accident and the Boston 
(Mass.) Post published the story with a 
photograph of the victim. Contending 
the publication of this picture was a vio- 
lation of their right of privacy, the girl’s 
parents sued the newspaper. 

The Supreme Court of that state in 
April of this year ruled these parents 
had no legal complaint against the Post. 
If the right asserted here was sustained, 
said the court, it would be difficult to fix 
its boundaries. A newspaper under such 
circumstances could not safely publish 
the picture of a train wreck or of an 
airplane crash if any of the bodies of 
the victims were recognizable. 

Moreover, if the parents had a cause 
of action in a case like the present there 
would seem to be no reason why other 
members of the immediate family, the 
brothers and sisters whose sensibilities 
may also have been wounded, should not 
also be permitted to sue. ; 

The court referred to a similar action 
against the Boston (Mass.) American 
involving this same controverted right. 
The American had published the picture 
of two women in conversation with a 
captain of police in Cambridge. The 
women contended the newspaper, solely 
by the publication of this picture irre- 
spective of comments, became liable in 
damages for the violation of privacy. 

If every person has such a right, 
said the court, no newspaper could law- 
fully publish a photograph of a parade 
or a street scene. b : 

It is only offensive invasions of pri- 
vacy, continued the court, that is really 
objectionable and that ought to be made 
unlawful. There is no need to stop the 
propagation of news—even silly news— 
about people, or to stifle curiosity—even 
vulgar curiosity—about a neighbor's af- 
fairs. But there is a difference between 
ordinary inquisitiveness and the un- 
scrupulous abuse of a person’s privacy 
for advertising or other purposes. 


_A Federal Court in Pennsylvania de- 
cided another action of this character 
against Curtis Publishing Co., arising 
out of similar circumstances, except that 
here the picture of the girl was used, 
not as news, but for the stimulation of 
sales by attracting attention to an article 
in the “Saturday Evening Post.” The 
accident had occurred two years before 
the publication. 

“Where a magazine chooses to publish 
without permission a picture of a private 
individual in a humiliating situation for 
the sole purpose of attracting attention 
to a leading article,” commented the 
Court in this instance, “it takes the risk 
that a jury will find that it should have 
realized that the publication would be 
offensive to a person of ordinary sensi- 
bilities and would unreasonably interfere 
with her right of privacy.” 

A comment of Judge Learned Hand 
is a penetrating analysis of the underly- 
ing principle from which stems this lia- 
bility of a publisher. 

The gravamen of the wrong in defama- 
tion, said Judge Hand, is not so much 
the injury to reputation, measured by 
the opinions of others, as the feelings, 
that is, the repulsion or the light esteem 
which those opinions engender. 

We are sensitive to the charge of 
murder only because our fellows depre- 
cate it in most forms; but a head hunter, 
or an aboriginal American Indian, or a 
gangster, would regard such an accusa- 
tion as a distinction, and during the 
Great War an “ace,” a man who had 
killed five others, was held in high re- 
gard. 

a 


“Broadway Sam” Dies 

Sam Roth of the Broadway Theatre 
Ticket Service, widely known as “Broad- 
way Sam,” died of a heart ailment in 
Hotel St. Moritz, New York, last week, 
a few days after he had been given a 
testimonial dinner at Waldorf-Astoria 
Hotel at which appeared some of the 
leading entertainers of America. 

It was to “Broadway Sam” hundreds 
of insurance men coming to conventions 
in Greater New York appealed when 
they wanted to see a smash music hit 
and could obtain tickets in no other 
place. He went out of his routine to find 
these tickets, often obtaining them from 
broker friends by telephone, and although 
some of the tickets commanded in the 
black market prices as high as $50 a seat 
he charged only the box office price and 
the $1 extra brokerage fee. 

“These insurance guys from out of 
town always know what are the toughest 
shows to break into,” he once told the 
writer, “and they are not interested in 
any other performance. But they always 
appreciate my getting them in.” 

Sam was like a character out of Damon 
Runyon. Six feet, four inches tall and 
weighing about 250 pounds he stood be- 
hind his counter wearing Hawaiian sport 
shirts which would even have fright- 
ened people from Honolulu. No one ever 
wore louder neckties or gayer colored 
shirts. Despite all his eccentricities he 
spent much time in championing various 
charities and getting stars to appear at 
them which they were glad to do for 
nothing. 

Son of a tailor on the East Side in 
the old Ghetto days he worked in Fulton 
Fish Market and for the Central Post 
Office before he was 17 years old. At 
that age he started working for a theatre 
ticket agency, continuing in that field 
until the end. 

Many fire and casualty executives; 
Harry Manning of the Great West Life, 
Winnipeg; R. Leighton Foster, K. C., 
Canadian Life Insurance Officers Asso- 
ciation, the late Alexander E. Patterson, 
when vice president in charge of produc- 
tion, Penn Mutual Life, and dozens of 
other insurance men from different parts 
of the United States and Canada had 
accounts with Sam. When they called 
him on the ’phone the conversation, 
strictly Broadway, ran about like this: 

“Sam, this is President Murphystein 
of the Blank Insurance Co., Topeka, call- 
ing. Will you get me two tickets for 
‘Call Me Madame’ for night of Novem- 
ber 20?” 


“You’re on, sweetheart.” 

“Where will the seats be 
Sam?” 

“Just leave that to me, kid.” 

“How much will they be?” 

‘Don’t worry about that, pal.” 
_ Sam would then hang up, leaving the 
insurance man somewhat dazed and baf- 
fled, but he would get the tickets. 

* * * 


located, 


Canadian Advisory Committee 
_The Northern Assurance and its sub- 
sidiary companies in Canada have 
formed a Canadian advisory committee. 

It consists of Ross Clarkson, president 
Royal Trust Co., who will act as chair. 
man ; Edouard Asselin, director, Bank 
of Nova Scotia; H. Norman Davis, vice 
president, Ogilvie Flour Mills Co.; Col- 
onel R. Dickson Harkness, D.S.O., presi- 
dent, Northern Electric Co., Ltd.; George 
W. Huggett, chairman, Canadian Indus- 
ey Ltd. ; and William P. Walker, 
J.B.E., vice presic ‘ork Knitting 
Mills "Lia p lent, York Knitting 


* x k 


Economics and Morals 

In an article on “Economics and 
Morals” The Guaranty Survey, published 
by the Guaranty Trust Co. of New York 
makes this comment: 
“Almost all the traditional moral 
standards in business dealings presup- 
pose a social order in which private prop- 
erty and private enterprise are recog- 
nized as inviolable rights. Any weaken- 
ing of the rights is a blow at the moral 
standards based upon them. This ten- 
dency toward the breakdown of long- 
accepted ethical principles finds its logi- 
cal fulfillment in communist ideology, 
in which such ‘bourgeois’ virtues as fair 
dealing, truth-telling, and performance of 

contracts have no place.” 

a ae 


; Cooperative Housing 

Two significant developments in the 
cooperative housing field occurred during 
the past year. Cooperative housing re- 
ceived strong impetus by the addition 
of Section 213 to the National Housing 
Act in 1950. United Housing Founda- 
tion, Inc., a non-profit organization, was 
formed to encourage new cooperatives 
and to act as consultant and advisor to 
groups organizing housing cooperatives. 

In recent years, there has been pres- 
sure for direct government loans as a 
means of encouraging cooperatives for 
iniddle-income families. In 1950 Con- 
gress rejected this proposal and substi- 
tuted Section 213, a plan similar to that 
used previously to stimulate private 
housing: namely, long-term Federal 
Housing Administration mortgage insur- 
ance. 

In the case of 213s the project must 
be sponsored by non-profit cooperative 
corporations whose objectives are to pro- 
vide housing for the members. 

“In actual practice,” says Citizens 
Housing and Planning Council of New 
York, Inc., in its publication, Housing 
News, “the 213s organized thus far have 
been mainly promoted by cooperative 
builders who see in them an opportunity 
to do business. The construction con- 
tract provides enough profit to satisfy 
a commercial builder without any invest- 
ment on his part. Further possibilities 
of profit exist in the lease of the land 
to the cooperative and in a fee for man- 
aging the completed project.” 

In the New York area there have been 
approximately 17 large scale 213 projects 
advertised, and six are actually under 
construction. Most of them are of the 
garden apartment type. Middle-income 
families are subscribing for stock in 
these ventures because they can afford 
the amounts of the down payments which 
are small compared to cooperative proj- 
ects built in recent years. In addition, 
in most cases, the estimated monthly 
payments are lower than monthly ren- 
tals in comparable non-cooperative de- 
velopments. 

Considerable controversy has _ been 
stimulated by the advent of the 213s. 
Some proponents of cooperatives assert 
that 213s are not “true” cooperatives be- 
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NBFU Fire Protection Activities 
Contributing to Public Welfare 


By Joun A. NEALE 
Chief Engineer, National Board of Fire Underwriters 


John A. Neale, chief engineer of the 
National Board of Fire Underwriters, out- 
lined the fire protection and public service 
activities of the board in a talk which he 
presented before a sectional meeting of the 
National Fire Protection Association at 
Los Angeles last week. Because of the 
public relations value of diseminating as 
widely as possible data on how fire insur- 
ance serves the public welfare, Mr. Neale’s 
talk is presented in full. 

The NBFU is an educational, factual 
and engineering organization, supported 
by the capital stock fire insurance busi- 
nl It is the service organization of 
that group. It is entirely a creature of 
private enterprise and receives no part 
of your tax dollar. 

It is not a corporation ; it has no 
jurisdiction over fire insurance rates, nor 
does it have jurisdiction over commis- 
sions, companies or agents, nor has it 
any legislative powers over the business 
of fire insurance. It has no police powers 
and its various standards, codes and 
findings have no force of law unless and 
until they become adopted by those 
political subdivisions authorized to en- 
force such statutes. Any weight and 
prestige accorded its opinions stems en- 
tirely from the reputation developed in 
its many years of service. 

Although fire protection was not in- 
cluded among its original purposes, this 
problem began to demand attention as 
early as 1874 following the great Chicago 
fire in 1871, and Boston, 1872 

Pioneer in Public Welfare 

Today it is accepted as commonplace 
for large resources of private capital to 
cooperate in promoting publi ic welfare. 
The NBFU was truly a pioneer in such 
work when it first undertook to bring 
order into a chaotic business situation 
and then set about helping the nation 
to conserve human and material assets 
instead of burning them up. 

The National Board from a small be- 
ginning has grown until now its mem- 
bership comprises over 200 capital stock 
fire insurance companies. We perform 
a number of public service functions but 
I shall confine my talk to our fire pro- 
tection activities 

Our constitution includes among others 
the following purposes: 

To influence and encourage the intro- 
duction of improved and safe methods 
- building construction; the adoption 

f fire protective measures and state fire 





Firemans’ Fund Appoints 
Schumacher at Philadelphia 


Earle C. Jasper has been transferred 
by the Fireman’s Fund from the Phila- 
delphia and suburban territory to the 
Connecticut field. Marcus R. Schumacher 
has been named to succeed Mr. Jasper. 
The former is a native of Philadelphia 
and joins the Fireman’s Fund after ex- 
perience with another company in sev- 
eral territories, including Syracuse, N. Y., 
Philadelphia and Detroit. 


OLSON JOINS SECURITY 
The Security - Connecticut Insurance 
Companies of New Haven announce ap- 
pointment of Clifford W. Olson as state 
agent for Minnesota. He will make 
headquarters in Room 1137 Plymouth 
Building, Minneapolis. i 





Moffett 
JOHN A. NEALE 


marshal departments in accordance with 
the established plan of the board; the 
efficient organization and equipment of 
fire departments with reliable, adequate 
and high pressure water systems; to 
establish rules designed to regulate 
hazards constituting a menace to life 
and property; to establish standards for 
the construction of buildings and for the 
installation of hazardous and protective 
devices; to establish and maintain sta- 
tions for testing materials and such 
devices. 

The National Board has for a good 
many years done a lot of different things 
that have had close connection with your 
activities. Some of you are acquainted 
with some of these things but probably 
none of you with all of them. We have 
pioneered in many activities that are now 
accepted as commonplace. We are proud 
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Glass of AFIA Tells 
Of Outlook in Europe 


ASST. GEN’L MANAGER, LONDON 


Fire Business Sound in England; Bel- 
gian Rate Structure Gives Concern; 
Inflation Severe in France 


Among recent arrivals at the head 
office of the American Foreign Insurance 
Association, New York, was W. 
Glass, assistant general manager, who 
makes his headquarters in London. Mr. 
Glass is in his 30th year with the asso- 
ciation, having spent 25 years in service 
in foreign lands. 

In commenting upon business condi- 
tions on the continent, he stated that 
marine business in all main European 
markets was neither better nor worse 
than anywhere else. Casualty business 
was also exposed to worldwide factors, 
particularly in the automobile line where 
the results give cause for concern despite 
the recent rate increases. 

The London market is the center of 
the worldwide insurance business and 
has strengthened its position since the 
end of hostilities in Europe. 


Conditions in Various Countries 

The fire insurance business in the 
United Kingdom continues sound and 
satisfactory. In Belgium the rating struc- 
ture is giving cause for considerable 
concern; in Holland, business continues 
to be well conducted as always. In Ger- 
many reconstruction is under way, and 
the fire insurance business shows signs 
of recovering from the troubles which 
have beset it since the end of the war. 

Italy continues to be a competitive 
market; in France inflation is becoming 
severe, and it is perhaps doubtful that 
the favorable conditions of the last two 
or three years will continue. In Norway, 
Denmark, Sweden and Finland, the 
somewhat adverse results of post-war 
years seem to be steadily improving. 

The association has been operating in 
Europe for more than 30 years, and 
while progress is not made overnight, 
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the association has gradually established 
its member companies in the principal 
centers where its methods of doing busi- 
ness are well known and respected. Its 
member companies form important and 
respected segments of the local markets, 
where they have always tried to operate 
with a minimum of friction and with a 
maximum of friendliness and coopera- 
tion. 

Mr. Glass will remain in New York 
until after the annual meeting of the 
association in December. 


NAIC REINSURANCE MEETING 


Subcommittee Meets in Chicago to Con- 
sider Requests of Diemand, Lamble 
and Comm. Hammel 

subcommittee of the National Asso- 
ciation of Insurance Commissioners met 
in Chicago this week to study the ques- 
tion of reinsurance. The agenda for this 
meeting was as follows: 

Consideration of suggestion by John 
A. Diemand, Jr., reinsurance secretary of 
the North America Companies, that the 
annual statement include supplemental 
schedules containing more informative 
data concerning the effects of excess of 
loss reinsurance. 

Request of John W. Lamble, president 
of North Star Corporation, that the 
association reconsider action taken in 
December, 1950, with respect to rein- 
surance commission credit allowed in 
financial statements of ceding insurers 
before end of accounting period specified 
in reinsurance contracts containing slid- 
ing scale commission arrangements. 

Request of Commissioner Hammel of 
Nevada that consideration be given to 
desirability of statement of position on 
reinsurance contracts ‘which, although 
containing insolvency clauses, also con- 
tain provisions in which the reinsurer 
reserves the right to purchase claims 
against the estate of the ceding insurer 
should it become insolvent, and the right 
to set off the full amount of claims so 
purchased against all liability which may 
be claimed by the receiver against the 
reinsurer arising out of the same claims, 
and containing the further provision that 
every security for such debt as may be 
or become due from the other. 

Lloyd’s reinsurance was also consid- 
ered. 


Preliminary Outline of 


Flood Damage Survey Made 


The engineering firm of Parsons, 
3rinckerhoff, Hall & Macdonald, of New 
York, has completed a preliminary out- 
line of the proposed flood damage survey. 
This has been approved by the appro- 
priate committees of the Insurance Ex- 
ecutives Association and the engineers 
have now been authorized to proceed 
with their task of providing technical 
assistance in the study of flood damage 
which is now being made by the asso- 
ciation. It is expected that the completed 
engineering findings will be available 
within three or four months. 


WILLIAM W. LEWIS DIES 
William W. Lewis, 72, an insurance 
producer in Buffalo, N. 7. for 33 years, 

died recently after a year’s illness. 
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FINANCIAL STATEMENTS DECEMBER 31, 1950 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,625,000. $103,339,366. $59,095,773. $44,243,593. 


Organized 1855 


The Girard Fire & Marine Insurance Company 1,000,000. 10,147,710. 6,856,269. 3,291,441. 
Organized 1853 

National-Ben Franklin Fire Insurance Company 1,000,000. 9,795,730. 6,388,425. 3,407,305. 
Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 17,269,325. 9,352,670. 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 34,858,112. 26,225,057. 8,633,056. 
Organized 1874 


Commercial Casualty Insurance Company 1,000,000. 39,807,677. 30,226,458. 9,581,219. 
Organized 1909 

Royal General Insurance Company of Canada 100,000. 425,988. 24,127. 401,861. 
Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 


WESTERN DEPARTMENT Newark I, New Jersey PACIFIC DEPARTMENT 
120 So. LaSalle Street 220 Bush Street 
Chicago 3, Illinois stile eC, San Francisco 6, Calif. 
— f. 
zh protection 4 
aie arte eo gaa “ANY InSv™ FOREIGN DEPARTMENTS 
commerce Stree 102 Medien 1 
Dallas 2, Texas CANADIAN DEPARTMENTS page gia 


New York 5, New York 
206 Sansome Street 
San Francisco 4, Calif. 


800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver, B. C. 
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Gallagher Believes Agents Are Not 
Helped by High Commission Payers 


After showing why the public and in- 
surance companies need local agents to 
carry on the business of protection ade- 
quately and expertly, Eugene F. Galla- 
gher, manager of the Planet Insurance 
Co. at the Chic: ago branch office, also 
discussed agents’ commissions in his talk 
last week at Boston before the convention 
of the Massachusetts Association of In- 
surance Agents. In his analysis of the 
problems of high commissions, agency 
services and public reactions Mr. Galla- 
gher said: 


“A very simple analysis will show 
clearly that of the hundred cents com- 
prising the premium dollar, a certain 


allocation is made—an allocation which 
in some classes constitutes rate allowa- 


GALLAGHER 


EUGENE F. 


bles and in others, although not so called, 


is essentially the same thing. In other 
words, in the over-all average so many 
cents are allocated to pure losses, so 


many to claim expense, so many for the 
various items of acquisition, so many for 
administration and a few—a paltry few- 
for profit. 

“Since there are only one hundred 
cents in the dollar, it is obvious that if 
one item—acquisition cost—which con- 
sists of the most part of agents commis- 
sions is increased beyond the contem- 
plated figure then some other item must 
be decreased. A high commission com- 
pany must either make up the difference 
by some decrease in the service it ren- 
ders or it must rely upon an extraor- 
dinarily favorable loss expectancy—and 
years have shown that no company can 
long count on a loss ratio appreciably be- 
low the average. 

“Probably the agent loses more by 
having a high commission company than 
he gains by having the increased per- 
centage. We live, not on commission 
percentages but we live on commission 
dollars. 


Are High Commissions Beneficial? 





“Where would a continuation of com- 
petition by commission lead us? Would 
you benefit by urging an increased com- 
mission? I think it is obvious that in 
the economic cycle that lies ahead of us, 
it will be necessary for all business and 
all industry to effect economy. Those in- 
surance companies which are taking a 
long-range view and are not gambling on 
a temporary advantage are making every 
effort to reduce that portion of the cost 
which is represented by the compara- 
tively small part of the premium dollar 
which is left for operation after com- 
missions, and losses, and taxes have 
taken their toll. 

“Do those companies who offer in- 





creased commissions, do you—the agents 
—a service? Are they not wooing you in 
the guise of a Judas? Is it not likely 
that if commissions rise to what seems 
to be an unreasonable portion of the 
premium regulatory officials will step in 
and effect controls covering this impor- 
tant item? Is it not possible that some 
companies would welcome such a situa- 
tion and by wantonly increasing com- 
missions are attempting to speed that 
di ty? 

‘In spite of the splendid job 
agents have been doing there is, today, 
a disturbing growth of direct writing 
companies and this is significant because 
the only reason any one buys “insurance 
from a direct writer is because he be- 
lieves it costs less. Apparently, not all 
agents have convinced the purchasers of 
insurance that the service rendered by 
the agent is worth what it costs and that 
cost is essentially the difference beween 
the direct writer’s cost and the cost of 
protection purchased through regular 
agency channels. 

“I do not pretend to know what com- 
missions should be. I know that they 
can be depressed to a point where the 
agent cannot begin to render the serv- 
ice which the insured has a right to ex- 
pect of him. At the same time commis- 
sions can be too high. We can price our 


local 


agency produced business out of the mar- 
ket and open wide the door to a different 
type of merchandising. 

What of Tomorrow? 

“That is why it is so important for 
all of us to look beyond today—in fact 
beyond tomorrow. Let us ask ourselves 
of those companies who are fomenting 
increased commissions are really favor- 
ing the agent or if possibly, unwittingly, 
they are robbing them of their very live- 
lihood. We know that if commissions 
get out of hand—if they become too high 
the agents will be the ultimate losers. 

“Insurance companies have billions of 
dollars invested in capital and surplus. 
They are not going out of business. They 
would much prefer to go on through 
agents as they are now but I doubt if 
they would follow that desire to the 
point of commercial suicide. That is why 
the majority of companies—even in the 
face of disturbing action on the part 
of a few of their contemporary stock 
competitors, held the line. They realize 
that the very life of the business as 
we know it depends upon rendering ade- 
quate service for the premium dollar. It 
is gratifying to know that thinking 
agents are just as aware as are most of 
the companies that commission wars can 
be as disastrous as are rate wars. 

“T cannot conceive of the insurance 
business without agents. I cannot be- 
lieve that the American Agency System 
as we know it will ever cease to exist. 
This, however, I do believe implicitly. If 
it ever does cease to exist it will be be- 
cause of a law. Not a law passed by 
Congress or a state legislature but a law 
that is fundamental and unchangeable— 
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The acts of Service rendered to you by the companies you 
write for, speak for themselves. 


not merely intentions. 
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to represent. 


It takes years of actual experience with the day by day prob- 
lems of agents and brokers in their selling of insurance, plus 
Management policy, for a company to serve 
its producers helpfully and constructively. 

The Fire and Casualty Companies of the Commercial Union- 
Ocean Group are proud of their standing as such companies. 
Our fullest co-operation is pledged to our producers in their 


a co-operative 


business building efforts. 


Commercial Union Assurance Company Limited 
The Ocean Accident and Guarantee Corporation, Limited 

American Central Insurance Co. e¢ Union Assurance Society Ltd. 
¢ Columbia Casualty Co. ¢ The British General Insurance Co. Ltd. 
? The California Insurance Co. 

? The Commercial Union Fire Insurance Co. of N. Y. 
.) 
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is its own Herald 









Service denotes ‘‘doing,” 


The Palatine Insurance Co. Ltd. 
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the law of economics. That law is in- 
superable—it shows neither pity nor par- 
tiality. 

“If ever the time comes when the 
business finds that it can render service 
equivalent to that rendered by the agent 
ata definitely lower cost, then the day 
of the agent is over and none of us can 
do a thing about it. If ever the public 
has reason to believe that the billions 
of dollars it pays to the agents and 
brokers is not earned—then you can 
write ‘Finis’ and close the book.” 


Boston Library Ass’n 
Elects Officers, Trustees 


The Insurance Library Association of 
Boston at its annual meeting elected 
Benjamin M. Hermes, New England 
Fire Insurance Rating Association, to 
the board of trustees. Ralph G. Hinkley, 
formerly of the American of Newark. 
was reelected president of the board; 
Walter C. Small, Royal Indemnity, vice 
president; Kenneth H. Erskine, Liver- 
pool & London & Globe, treasurer, and 
Abbie G. Glover, secretary and assistant 
treasurer. 

Gay Gleason, Employers; Robert A. 
Sullivan, Hinckley & Woods; A. Brooks 
Parker, Jr., Boston Insurance Co., and 
Kenneth H. Erskine were reelected to 
the board of trustees. 


George E. Houck, Former 
Buffalo President, Dies 


George E. Houck, 74, insurance ex- 
ecutive and attorney, died October 29 
in his home in Buffalo, N. Y. Former 
president of the Buffalo Insurance Co. 
he was head of the company nearly six 
years until he retired in January. 

Mr. Houck has been a director since 
1917. He was vice president and secre- 
tary 1934-45, when he became president. 
He was a stockholder since his father 
died in 

Surviving are a daughter, Mrs. Frank 
E. Birkett; a son, George E. Houck, Jr, 
who is associated with the Buffalo In- 
surance Co., and two brothers, Oscar 
F. and Carl A. Houck, both of Buffalo. 





Kentucky Tobacco Crop 
About as Large as 1950 


The Kentucky burley tobacco crop will 
be, it is reported, approximately as 
large as the 1950 crop in the state, with 
the total crop over the burley grow- 
ing states about on a par with the crops 
of the last several years, which have 
averaged a total for the belt of around 
550 million pounds. 

However, the Government guarantee 
to farmers as set for this crop will be 
larger than ever before. It is expected 
to figure an average of around 57 cents 
a pound for burley tobacco. 


Handlings in Louisville will be off 
this year as a result of one of the 
largest auction sales warehouses, ca- 


pable of handling about half of 12,000,- 
000 pounds annually sold in Louisville and 
New Albany, Ind. having leased _ its 
warehousing space to National Distillers 
Products Co., for bottle storage. 

Much of the tobacco formerly han- 
dled at Louisville may go to Owens- 
boro, Shelbyville, or other markets. 


NORTH DAKOTA HAIL RATES 

Hail insurance rates for 1951 have 
been set by the North Dakota Insurance 
Department for $5 and $10 additional hail 
insurance. Commissioner A. J. Jensen 
announced that the rate in 27 eastern 
counties will be $1.12 per $100 coverage 
and $5.34 per $100 in the remaining west- 
ern counties. Last year the rates were 
$3.04 in the eastern counties and $2.43 
in the western. 

Commissioner Jensen said losses in the 
western district this year were more 
than three times as large as in 1950 while 
eastern losses were less than one- third 
those of last year. He said this year’s 
rates will increase the surplus fund by 
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AMERICA FORE SPECIALS 





Kennedy in Northern New Jersey for 
American Eagle; Morrison in Same 
Field for Niagara 
The America Fore Insurance Group 
has announced appointments of Chris- 
topher J. Kennedy as special agent in 
northern New Jersey to assist in super- 
vision of business of the American Eagle 
Fire, and Donald K. Morrison as special 
agent in northern New Jersey to assist 
in supervision of the Niagara Fire busi- 

ness in that territory. 

In their new positions, Mr. Kennedy 
will assist State Agent R. J. Laier, and 
Mr. Morrison will assist State Agent 
R. Hy Steele, a 

Mr. Kennedy joined the America Fore 
organization in 1927 as map clerk in the 
engineering department and later was 
associated with the allied lines depart- 
ment. In 1928 he was appointed super- 
vising examiner of the engineering de- 
partment. 

Mr. Morrison attended Carnegie In- 
stitute of Technology, was graduated 
from Yale University in 1926, and en- 
gaged in rehabilitation work for the 
Hanover Bank prior to joining the 
America Fore Group in 1939 as architect 
in the valuation department. 


Fire Foto of the Year 
Contest Now Under Way 


The second annual Fire Foto of The 
Year Contest jointly sponsored by the 
National Press Photographers Associa- 
tion and the National Fire Protection 
Association, non-profit fire control group, 
is now in progress. Prize money total- 
ling $375 will be given winning news 
photographers at the 56th annual meet- 
ing of the NFPA in New ‘York City, 
June 9-13, 1952. Handsomely embossed 
certificates will be presented both to 
winners and their employers. 

The contest is open to all press pho- 
tographers in the United States and 
Canada for fire photographs, published 
or unpublished, taken in the calendar 
year ending December 31, 1951. The 
contest will close January 31, 1952. Con- 
test information may be obtained from 
Melvin R. Freeman, public relations 
manager, National Fire Protection Asso- 
ciation, 60 Batterymarch Street, Bos- 
ton. 


Roger E. Gay President of 
American Standards Assn. 


Roger E. Gay, Bristol, Conn., presi- 
dent of the Bristol Brass Corporation, 
has been elected president of the Amer- 
ican Standards Association. Mr. Gay is 
the 10th president of the 33-year-old 
association, which is a federation of 110 
technical societies, trade associations, 
and 2,200 individual company members, 
working in national industrial, engi- 
neering, safety, and consumer standards. 

Edward T. Gushee, vice president, 
Detroit Edison Co., was elected vice 
president of the association. 

_Mr. Gay has been on the board of 
directors of ASA since 1946, represent- 
ing the Copper and Brass Research As- 
sociation. He is a director of the Na- 
tional Association of Manufacturers, and 
is chairman of its industrial problems 
committee. He is also a member of 
the brass mill industry advisory com- 
mittee to the National Production 
Authority. 


FARM BUREAU PROMOTIONS 

Five promotions in the accounting de- 
partment of the Farm Bureau Insurance 
Cos. are announced by L. S. Rinehart, 
director of accounting. J. B. McClintock 
has been named general accounting man- 
ager, H. B. Doyle, senior chief account- 
ant for the auto company, D. M. Key, 
Jr. chief accountant for the life com- 
pany, Max Byrd, chief analyst, auto 
company, and W. D. Van Horn, asssist- 
ant chief accountant, life company. 


Adjustment Bureau Opens 
Glens Falls, N. Y., Branch 


The General Adjustment Bureau has 
opened a branch office at Glens Falls, 
N. Y., headed by William A. Turner as 
branch manager. The office is located 
in the Rogers Building, 21 Bay Street. 

For a number of years the bureau has 
had an adjuster from the Albany office 


domiciled in Glens Falls to handle losses 
in this territory. The increasing volume 
of loss assignments has made it neces- 
sary to establish a branch office fully 


staffed for the adjustment of all classes 
of losses and claims. 

Mr. Turner has been a resident of 
Glens Falls for two years and is thor- 
oughly acquainted with the field. He has 
been with the bureau since 1936 and had 
served in various branches until he was 
permanently assigned to the Baltimore 
office in 1941. After service in the 
Armed Forces he was appointed staff 
consultant with headquarters at Balti- 
more and jn 1950 was transferred to the 
Albany branch office and assigned to 
the Glens Falls area. 

The Glens Falls territory includes 
Washington and Warren Counties and 


BALDWIN C. & R. SPECIAL 

Corroon & Reynolds, Inc., California, 
announce appointment of Donald P. 
Baldwin as special agent for Oregon. 
Mr. Baldwin has for the last four 
years been a surveyor for the Oregon 
Insurance Rating Bureau. Prior to that 
he was in the survey department of an 
important insurance group. Mr. Bald- 
—— make his headquarters in Port- 
land. 





that part of Hamilton and Essex Coun- 
ties heretofore handled by the Albany 
office. 








WRIT OF HABEAS CORPUS .. .. Although 
Lambdin P. Milligan had never served in the 
armed forces, he was arrested in Indiana by the 
military power of the United States on October 
5, 1864, was imprisoned, tried, convicted of 
treason and sentenced to be hanged. In 1866, 
his petition for a writ of habeas corpus was 
brought before the Supreme Court. A military 
commission can not try citizens when the civil 
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courts are open, and since martial law is confined 
to the locality of actual war, Milligan was dis- 
charged. This case establishes a citizen’s right 
of protection against illegal imprisonment. 
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Our strict adherence to the principles of democracy 
has gained the confidence of the Agents of 
America, of which we have a great appreciation. 
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Three Members of Agency 


Complete Aetna Course 

S. A. Dunn of Caldcleugh, Dunn & 
Gaddis Agency in Corpus Christi, Tex., 
is one of 24 men who have completed 
a seven-week course at an insurance 
school conducted at the home office of 
the Aetna Insurance Group in Hartford. 
Mr. Dunn is the third member of his 
partnership successfully to complete the 
course. Dwight E. Gaddis attended the 
fall session in 1949, and Robert E. Cald- 
cleugh, Jr., completed this year’s spring 
session. The Caldcleugh, Dunn & Gaddis 
Agency are agents for the Aetna and 
the Century Indemnity. 

The course attended by the three 
partners dealt with the fundamentals 
of fire, inland marine and casualty in- 
surance and bonds, with emphasis placed 
on the application of these forms of 
protection to the widely varied require- 
ments of property owners, individuals 
and business concerns. The information 
was developed through group discussion 
of actual cases and problems under 
supervision of the school staff. 


Dorothea Staley’s New Story 
Dorothea M. Staley of S. George Levi 
& Co., Philadelphia agency, an active 
member of Women’s Insurance Society 
of Philadelphia, writes fiction stories in 
her spare time and is exceedingly suc- 
cessful with them. Her latest published 
story is called “Always Fair Weather” 
and is published in the November issue 
of the Red Book magazine. She writes 
under the name of Dorothy Staley. 


Fraser Elected Director 
Of the Paramount Fire 


Charles D. Fraser of New York has 
-aramount 


been elected a director of 
Fire Insurance Co., it is announced by 
John L. Mylod, Paramount’s president. 

Mr. Fraser is president of Zweig- 
Smith-Fraser, Inc., and Charles D. 
Fraser & Co., both of 75 Maiden Lane, 
New York City. His election, Mr. Mylod 
said, fills a vacancy on the board cre- 
ated by the death of Archie J. Smith. 


Pohs Institute Brokers’ 
Course Starts December 3 


Herbert J. Pohs, founder-director of 
the Pohs Institute of Insurance, 132 
Nassau Street, has announced opening 
of the 57th consecutive insurance course 
on December 3 preparing for the New 
York State brokers’ examinations on 
March 19, 1952. 

Because late registrants have frequent- 
ly been inconvenienced, Mr. Pohs urges 
early enrollment saying “Because we 
train students for insurance brokers’ ex- 
aminations, every term begins and ends 
on a definite date. Students who are 
attending class find that no time is 
wasted by rehashing instruction to bring 
late- -comers abreast of the class. 

“Proof,” continued Mr. Pohs, “that this 
policy works is proved by the record. 
In the past 15 years thousands of stu- 
dents have been trained by the Pohs 
method.” ; 





N. Y. Dept. Hearing 


(Continued from Page 1) 


ing fire company officers, brokers and 
agents, but key men of the National 
Bureau of Casualty Underwriters, Surety 
Association of America, New York Fire 
Insurance Rating Organization and New 
Jersey Insurance Department. J. Ross 
Moore, NAUA manager, sat impertur- 
bably in the front row. Reportedly, 
other State Departments have shown a 
keen interest in the case. 

What particularly perplexed Mr. Don- 
ovan was the Department’s rejection of 
its rating formula which has been used 
for over 25 years and which has been 
acceptable not only in New York but 
in every other state wherein the NAUA 
is licensed as a rating organization. “To 
that formula,” he said, “has been geared 
the companies’ entire operations so that 
revenue would be subject to réasonably 
accurate prediction. Our révision of 
April 2 was prepared in accordance with 
that formula.” 

Quoting from a letter, dated October 1, 
sent to Superintendent of Insurance Al- 
fred J. Bohlinger by Mr. Moore, Mr. 
Donovan declared that the Department’s 
disapproval of July 24 was based upon 
the ground that another formula, pre- 
viously unknown in the automobile phy- 
sical damage line, should be used. He 
said : 

“The proposed formula not only is 
novel but embodies various factors which 
are unacceptable in principle to this asso- 
ciation and, we believe, to other compe- 
tent rate-making authorities. It proposes 
a profit loading which we believe to be 


entirely inadequate; it eliminates over 
$1,000,000 in losses from the loss experi- 
ence with the cryptic statement that 
they were due to a catastrophe. It gives 
complete credibility to, and accepts at 
face value for rate-making purposes, the 
new expense exhibit figures which, at 
this very time, are being given the nec- 
essary study and evaluation by all rat- 
ing organizations at the request of the 
Department. The effect of these inno- 
vations is to determine that 54.5% of 
each premium dollar must be allocated 
for payment of losses... 


Calls Current Situation Grave 


Further along Mr. Donovan said that 
all parties to the matter must agree that 
a revision of existing r rates in New York 
is already overdue. “The current situa- 
tion is grave,” he emphasized. “It is 
common knowledge that rates in metro- 
politan New York are so inadequate that 
no proper market exists for insureds to 
purchase insurance. The inflationary 
spiral has so affected automobile values, 
repair costs, etc., that loss experience 
and company operating costs have been 
soaring. The solvency of smaller in- 
surers, saddled with inadequate income, 
must be protected.” 

The “meat” of his argument on behalf 
of NAUA was that public interest de- 
mands that rates in New York State 
should be revised now and hereafter as 
often as necessary, “while the lengthy 
process of reexaming the existing for- 
mula in the light of new developments 
is proceeding.” Thus, as a matter of 
principle, NAUA maintains that interim 
revisions should be based upon the for- 
mula accepted by all until this time. 

Further along Mr. Donovan made the 


Eaton Chicago Vice Pres. 
Of Jones & Whitlock, Inc. 


C. A. Siebold, president of Jones & 
Whitlock, Inc., of New_York, announces 
selection of William C. Eaton as vice 
president and general manager of its 
Chicago office located in the Insurance 
Exchange Building. Mr. Eaton succeeds 
L. R. MacNichols, who is joining Fred 
S. Jemes & Co. 

A native of Chicago, Mr. Eaton has 
had over 20 years’ experience with the 
Zurich, American Casualty and other 
companies in an executive capacity. For 
many years he has specialized in under- 
writing special and unusual risks. Be- 
cause of the background afforded by 
Jones & Whitlock, Inc., pioneers in the 
field of inland marine since 1840, as well 
as their nation-wide Lloyd’s contracts 
and facilities, it is felt that the organi- 
zation is well equipped to service re- 
quirements of agents and brokers. 


Missouri Qualification 


Bill Action Deferred 


It appears that proponents of an in- 
surance agent’s and broker’s qualifica- 
tion act can forget about such legisla- 
tion at this session of the Missouri 
General Assembly. This is the situa- 
tion that prevails since the Senate Com- 
mittee on Criminal Jurisdiction held a 
public hearing on Senate Bill No. 157 
in its amended form. The bill had been 
amended in committee to meet objections 
of various groups and individuals and 
as considered at the hearing presumably 
was in shape for a final favorable 
report by the committee. But instead of 
taking such action immediately after the 
hearing the measure was put back on 
the shelf at least for the time being. 
Apparently final adjournment of the leg- 
islature is to find the bill still in com- 
mittee. 

Sponsored originally by the Missouri 
Association of Insurance Agents the 
bill in its amended form is reported 
to have been acceptable to other pro- 
ducer groups. 





point that under the statutes the New 
York Department does not have the 
power to make rates. Following a coun- 
rywide pattern, “it may review rate fil- 
ings and if they do not meet the regu- 
latory standard the Department may 
make adjustments. But it does not have 
the right to promulgate a rate and simi- 
larly the right to promulgate a formula 
which makes the rate. This should be 
kept uppermost in mind... .” Mr. Dono- 
van backed us this statement bv quoting 
what former Superintendent Dineen said 
on Departmental authority in filing a 
fire insurance rating study with the 


NAIC in 1945, 
Kline’s Response 


In his response to Mtr. Donovan 
Deputy Superintendent Kline explained 
that since September 14, 1949, a matter 
at issue between NAUA and the Depart- 
ment has been how much of the premium 
dollar, paid by an insured, should be 
provided for the payment of claims. He 
said: “It is the Department’s contention 
that the public interest requires the in- 
surers, which are members or subscrib- 
ers of NAUA, to return at least 50 cents 
of the premium dollar in loss payments, 
exclusive of allocated claim costs. The 
rating organization, on the other hand, 
insists that only 46 cents should be used 
for payment of claims. As you know, the 
premium dollar is divided into losses, ex- 
penses and profit. The make-up of a 
rating formula merely weighs these fac- 
tors in relation to each other. 

“The NAUA for many years has used 
a rating formula allocating 50% of the 
premium dollar to expenses and profit 
and 50% to loss payments including al- 
located claim expenses. Allocated claim 
costs are those which can be directly al- 
located to a particular claim. In the au- 
tomobile physical damage field these 
costs amount to approximately 4% of 
the premiums. 

“As long ago as 1949 the New York 
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Department endeavored to have the 
NAUA take a more reasonable position 
upon what should constitute a proper 
permissible loss ratio. The NAUA made 
representations to the Department that 
the association was studying this matter 
and would come to a conclusion. Subse- 
quently there ensued a long exchange 
of correspondence between the Depart- 
ment and NAVA in which the Depart- 
ment »ressed the association to come to 
grips with the matter. 

“Because of the intransigent attitude 
ot the NAUA in its steadfast refusal to 
consider any change in the rating for- 
mula then in use by the association, a 
notice of hearing, dated November "30, 
1950, was served on the NAUA, set- 
ting this matter down for hearing. After 
a succession of adjournments requested 
by the NAVA on one ground or other, 
the hearing was deferred. 


Revised Loss Ratio Not Filed 


“It was after this series of events that 
the April 2, 1951 filing of the NAUA was 
made with the Department. The efforts 
of the Department to have the NAUA 
adopt a revised permissible loss ratio 
were to no avail because material sub- 
mitted in conjunction with the filing 
showed clearly that the proposed revision 
was based on a 50% permissible loss 
ratio including allocated claim expense. 
Moreover, the filing letter itself stated 
the rz ating organization had followed pre- 
vious procedure in developing the pro- 
posed rates. 

“The Department then checked the fil- 
ing. During the course of this review 
the NAUA was requested to calculate 
the effect of its proposed changes upon 
the statewide automobile physical dam- 
age rate level. The association’s analy- 
sis indicated that approval oi the filing 
would increase the rate level by 8.6%. 
Another compilation of the over-all in- 
dications of the rate level change, made 
by the NAUA at the Department’s re- 
quest, and keyed to a 50% permissible 
loss ratio and a 5% allowance for trend 
demonstrated that although the associa- 
tion had requested an 8.6% rate level 
increase, its own figures would support 
but a 5.8% change.” 

In closing his introductory remarks 
Deputy Kline reemphasized that the De- 
partment has endeavored over a period 
of years to get the NAUA to adopt a 


more realistic rating formula. 





CUTS AUTO RATES IN ARIZ. 

Changes in Arizona automobile insur- 
ance rates have been announced by the 
State Farm Mutual Automobile _ of 
Bloomington, Ill. The changes are effec- 
tive November 5 as to both new and re- 
newal business. The rate changes are 
downward on comprehensive and col- 
lision coverages and unchanged on bodily 
injury, property damage and comprehen- 
sive. The company road service rate 1S 
being reduced 20%. 
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Pine the windows of his mansion at Kittery Point, William Pepperrell, richest man in 
Maine, could see his ships departing and arriving from the West Indies and Europe. The 
house, built by his father in 1682, was “one of the most magnificent provincial resi- 
dences”; through the hall, it was said, a cart and oxen could be driven. Smaller than in 
Pepperrell’s day, his birthplace is now privately owned. 

Besides being a merchant and shipbuilder, Pepperrell took an active part in politics 
and was an officer in the militia. Although he had no legal training, the governor appointed 
him chief justice of the colony when the incumbent was removed for political reasons. 
Reversing the usual order, after his appointment Pepperrell set about studying law. 








SIR WILLIAM PEPPERRELL 
SFist American Baronet 





His chief exploit was commanding an expedition in 1745 against the Canadian strong- 
hold Louisburg, one of France’s important fortifications. In recognition of his efforts in 
bringing the siege to a successful conclusion, George II made him a baronet, an honor never 
before conferred on any native American. He was also the first American to be a general 
in the British royal army and for a few months served as acting governor of Massa- 
chusetts which at that time included Maine and New Hampshire. 

Sir William was proud of his success and cut a fine figure as 
he rode about in his coach attended by footmen and outriders, 
but his overwhelming ambition to have his name perpetuated 
failed of fulfilment. Of his four children, Andrew, the only son 
to reach maturity, was engaged to Hannah Waldo but postponed 
the marriage date several times presumably because of ill health. 
When the wedding day finally arrived, in the presence of the 

in a ee assembled guests, the bride called off the ceremony because of 
at the battle of Louisburg the mortification she had been caused. The grief-stricken Andrew died shortly thereafter. 

After Sir William’s death in 1759 the property passed to his daughter’s son William 
Sparhawk on condition that he take the name Pepperrell. As he was a Loyalist he fled to 
England when the Revolution broke out. 
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FIRE MUTUAL AGENTS MEET 





Seek Data on Alleged Refusal of Fed- 
eral Loans Associations to Accept 
Mutual Insurance Policies 
Data on alleged refusal of Federal 
savings and loan associations to accept 
mutual insurance policies in connection 
with loan transactions is now being col- 


lected, according to W. J. Perryman, 
Birmingham, Ala., general agent. He 
spoke at the annual meeting of the 


Mutual Insurance Agents Association at 
the Edgewater Beach Hotel in Chicago. 
The meeting preceded the 20th annual 
convention of the National Association 
of Mutual Insurance Agents. 

Numerous instances of such refusals, 
Mr. Perryman stated, have been re- 
ported in Alabama, Mississippi, Louisi- 
ana, Florida and other Southern states. 
He indicated that Federal anti-trust ac- 
tion may result if sufficient evidence of 
coercion or actions in restraint of trade 
is developed. 

Also at the agents meeting, a model 
“uniform termination agreement” was 
presented for consideration by a special 
subcommittee headed by Raymond Nor- 
wood, Little Rock, Ark. The agreement, 
he explained, is not intended as an at- 
tempt to establish uniformity throughout 
the industry, but is to be used merely 
as a guide for individual general agents 
and companies in negotiating their own 
terminations contracts. 

Addressing the annual meeting of the 
National Association of Mutual Insur- 
ance Agents, Charles M. Boteler, execu- 
tive vice president of the Mutual Insur- 
ance Agency, Inc., of Washington, D. C., 
predicted a “sharp expansion” in the 
number of mutual agents in the nation. 
Present membership in the NAMIA, he 
stated, is 4,036, almost exactly double 
the total of five years ago. 

New officers of the Mutual General 
Agents Association are John Ratteree of 
Greer, S. C., president. New vice presi- 
dent is J. D. Randolph of Greenville, 
S. C. Raymond Norwood, Little Rock, 
was elected vice president and treasurer. 
Four new directors are Fritz A. Forseth, 
Aberdeen, S. D.; W. J. Perryman, Bir- 
mingham, Ala.; Eric Williamson, Kansas 
City, and Jack Zachary, Greenville, S. C. 


Haviland Succeeds Hunter 


As “Norbrit Guards” Pres. 

The following officers were elected for 
the 1952 term at the annual meeting of 
“Norbrit Guards” held on October 29 in 
the employes’ clubroom of the North 
British Group: president, W. R. Havi- 
land (personnel and purchasing); vice 
president, R. E. Minard (Southern) ; 


secretary, Antoinette McElroy (Cen- 
tral); treasurer, Edna V. McQueen 
(accounts). Raymond O. Meyer (New 


England) was elected member of the 
executive committee for one year, and 
William J. Traynor (advertising) was 
elected for two years. 

President Thomas J. 
annual report stated 
membership totaled 210 “Guards,” of 
which 168 are active members and 42 
honorary, representing a gain of 16 
members during the year. 


Hunter in his 
that association 


Auto Rate Reductions in 
Va. Being Considered 


The Virginia State Corporation Com- 
mission has under advisement proposals 
for lower premium rates for automobiles 
physical damage insurance. No more 
hearings will be held, the commission 
reported, but a decision will be withheld 
on just how much lower the rates will 
be until additional information can be 
obtained. 

In two days of hearings the commis- 
sion heard evidence to support the re- 
quest from the Virginia Insurance Rat- 
ing Bureau for a reduction of about 20% 
on fire, theft and comprehensive cov- 
erage for most private automobiles. 
Commission staff experts contend the 
rates should be about 30% lower than 
current levels. 


National of Hartford Makes 
Changes in Illinois Field 


E. H. Forkel, vice president of the 
National of Hartford Group, announces 
a revision in the group’s supervision of 
Illinois. The southern Illinois territory 
has been enlarged to include six addi- 
tional counties and will continue under 
the supervision of State Agent W. H. 
Buesching, assisted by Special Agents 
M. R. Dace, D. H. Frische and R. Hed- 
lund, who formerly headquartered in 
Chicago and has now been transferred 
to the southern Illinois field. These 
fieldmen will continue to headquarter 
in the Security Building at Springfield. 

The northern Illinois territory has 
been revised to include 21 counties. This 
field will be under the supervision of 
State Agent G. R. Harvey and Special 
Agent W. J. Wert, with headquarters at 
306 Park Avenue, Rockford. The terri- 
tory supervised by Special Agent S. P. 
Janco has been enlarged, and he will 
continue to operate out of Chicago. 

Special Agent Fred W. Kern, at his 
own request, has returned to the Chi- 
cago office as an examiner in the farm 
underwriting department. 


NEW SOUTH CAROLINA COMPANY 

South State Insurance Co. of Spartan- 
burg, S. C., has obtained a charter from 
the Secretary of State. Capitalized at 
$100,000, the company will deal in fire, 
casualty and marine insurance. E. ; 
Shackelford is president. 
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themselves not extraordinarily 
remunerative from premium standpoint, 


contractors, electricians, and other applicants for licenses and 
permits required by governmental units are always grateful 
to the insurance agent who expedites the issuance of these 


spot know-how frequently results in an invitation to handle 


bond forms—come and check them for better client service. 


Louisiana Fieldmen Name 


Officers and Committees 

The annual meeting of the Louisiana 
Fieldmen’s Association was held on Oc- 
tober 15 in the Roosevelt Hotel, New 
Orleans, to discuss major problems con- 
fronting producers of the insurance in- 
dustry and to elect officers and commit- 
tees for the ensuing year. 

A. P. Cunningham, Audubon Insur- 
ance Co., was elected president; James 
Howe, A. H. Turner, managers, vice 
presidents, and Parker Wiggins, Spring- 
field Group, secretary-treasurer. 

Members of the executive committee 
are Jules Simineaux, Henry A. Steckler 
Co.; Charles Blackstock, Northern As- 
surance; Sam Peters, London & Lanca- 
shire; Ed Kennedy, American of N. J.; 
S. St. J. Eshleman, Loyalty Group; F. X. 
Brown, Providence Washington, and H. 
F. Foster, Automobile. 

Chairmen appointed to respective com- 
mittees include Garner J. Knoepfler, 
Phoenix-Conn. Group, public relations; 


Ted Patterson, America Fore, fire pre- 
vention; W. Allen, America Fore, 
loss, and L. P. Ducournau, American 


Equitable, sick and memorial. 


GAB OFFICE IS MOVED 
The General Adjustment Bureau has 
moved its office at Williamsport, Pa., 
from 120 West Fourth Street to new 
quarters at 153 West Fourth Street. 
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PHCENIX ASSURANCE CO, Lid. 
IMPERIAL ASSURANCE COMPANY 
COLUMBIA INSURANCE COMPANY 
UNITED FIREMEN’S INSURANCE CO. 
THE UNION MARINE & GENERAL INSURANCE CO,, Lid. 
LONDON GUARANTEE & ACCIDENT CO., Lid. 
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WHISKEY COVERAGE DECLINING 


This Year’s Production Way Below 
Level of 1951; Stocks on Hand, How- 
ever, Are at High Levels 

Insurance companies can definitely fig- 
ure on less demand for whiskey insur- 
ance cover for the remainder of this 
year and probably into 1952. They will 
naturally get renewals on whiskey in 
bond, but production July through De- 
cember, 1951, was 45.1% lower than in 
the same period of 1950, when distillers 
were running at capacity. 

As of ,August 31, 1951, stocks of 
whiskey in bond for the nation as a 
whole, scattered over several states, but 
with Kentucky holding about 50%, were 
756,410,567 gallons, as against a peak 
figure of 515,000,000 gallons in 1942, prior 
to Federal stoppage of production. Fig- 
ures on September 1 and October 1, are 
not available. 

The market has been weak, with float- 
ing lots at 50 cents to a dollar a gallon 
below open market prices in effect as of 
last January. 

A number of the smaller or inde- 
pendent distillers have indicated that 
they do not plan to produce this fall, in 
that they feel that there is now to much 
whiskey on hand, and they can see no 
outlet for it, unless the larger companies 
are in the market for additional supplies. 
However, records indicate that most of 
the larger companies have close to an 
eight-year supply on hand, and will not 
be in the market for outside productions. 
There will be a carry over from the 1947 
crop, estimated at 75,000,000 gallons, over 
and beyond bottling needs at four years 
of age. 





Hearings Set in Large 


Fire Law Suit in Tampa 
Law suits for sums totaling $314,137, 
brought by the Lee Co., Inc., of Tampa, 
Fla., against eight insurance companies 
in connection with the fire that de- 
stroyed the Tampa firm’s citrus canning 
plant in Tarpon Springs, on August 25, 
1947, have been assigned for trial in 
Federal court beginning January 7. 
Complaints in the suits charged the in- 
surance companies with failure to pay 
losses incurred in the fire and covered 
by policies in the various companies 
who denied liability on a number 
of grounds, including one contending 
that William E. Lee, general manager 
of the Lee firm, conspired with John E. 
Allen to set fire to the plant and that as 
a result of that conspiracy Allen pro- 
cured William Mitchell to actually set 
the fire. Allen and Mitchell both pleaded 
guilty to arson but Lee stood trial and 
on January 14, 1950, was acquitted by a 
Pinellas County jury at Clearwater. 
Intervening petitions have been filed 
in the Federal court suits by. the Ma- 
rine Bank and Trust Co., of Tampa; the 
First National Bank, of Tarpon Springs, 
and the Trust Co. of Georgia, Atlanta, 
all claiming interest in any insurance 
funds due the corporation because of 
promissory notes. 


Wert Special in Illinois 

William J. Wert has been appointed 
special agent in northwestern Illinois 
for the National of Hartford Group. A 
native of Illinois he began his insurance 
career with the National Group in 1941 
and worked in the farm department 
until leaving to join the armed forces. 
Later he rejoined the National. 

Mr. Wert will travel the northwestern 
Illinois field, and will be associated with 
State Agent G. R. Harvey, with head- 
quarters in the National Group’s service 


office at 306 Park Avenue, Rockford. 


GALLAGHER SPEAKS IN ILLINOIS 

Eugene F. Gallagher, manager of fire 
and marine operations at Chicago for 
Planet Insurance Co., affiliate of the 
Standard Accident Insurance Co. of De- 
troit, recently spoke at a dinner spon- 
sored by the civic clubs of Mt. Vernon, 
Ill., discussing the desirability of improv- 
ing fire fighting facilities. 
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What's missing here? 

































What’s needed here is for someone to 
get behind the lawn mower and push! 


The best lawn mower money can buy 
won’t cut grass by itself. And the best ad- 
vertising and promotional campaign can’t 
be fully effective unless it is used as a 
selling tool. 


Today, North America’s advertising 
program is telling the Agent’s story to the 
millions of readers of The Saturday Eve- 
ning Post, Collier’s, Look and Better Homes 
and Gardens. It reminds them that the 
North America Agent’s expert counsel can 
protect them from loss... that he is the 
man who can give them insurance that is 
carefully tailored to their needs. 


The volume-minded Agent won’t let 
grass grow under his feet. He’ll follow up 
the sales opportunities being created by 
North America’s advertising and promo- 
tional support... and profit. 

Insurance Company of North America, 
founded 1792 in Independence Hall, is the oldest 
American stock fire and marine insurance com- 
pany. It heads the “North America” Companies 
which meet the public demand for practically all 
types of Fire, Marine and Casualty insurance; 
Fidelity and Surety Bonds. Sold only through 
Agents or Brokers. 


INSURANCE COMPANY OF 


NORTH AMERICA 


COMPANIES, 1600 ARCH STREET 
Philadephia 1, Par 

PROTECT WHAT YOU HAVEO 

Insurance Company of North America 


Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 
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NBFU Protection Activities 
(Continued from Page 18) 


of our accomplishments and wish that 
they could be more widely known. 


National Electrical Code 


The National Electrical Code has for 
its purpose the reduction of fire and 
shock hazard. It was first formulated by 
the New York Board of Fire Under- 
writers in 1881 and is now published and 
distributed by us. It is probably the most 
widely accepted of all model codes. To 
keep in step with this rapidly progressing 
industry, it must of course be frequently 
revised which is now done under the 
auspices of the National Fire Protection 
Association’s technical committee pro- 
cedure. Our 1951 revision required 87% 
tons of paper and numbered 400,000 
copies, nearly all of which will be dis- 
tributed without charge. 

Many other standards, some 60 in all, 
on such varied subjects as automatic 
sprinklers, municipal fire alarm systems, 
airplane hangars, and liquefied petroleum 
gases, many of which are developed 
under NFPA procedure, are printed by 
the National Board and about one million 
copies are distributed without cost to the 
recipients each year. The board is ex- 
pected to and does provide consulting 
service on all these subjects. Incidentally 
our staff currently holds 46 NFPA tech- 
nical committee memberships. 

In 1899 it was apparent that com- 
petent testing procedure was necessary 
to classify fire hazards and fire resistive 
qualities of materials and devices as well 
as to ascertain the effectiveness and 
reliability of fire extinguishing equip- 
ment. So a Board of Consulting Engi- 
neers was created. This expanded and 
in time developed into Underwriters’ 
Laboratories, Inc., a most unique institu- 
tion and one of unparalleled importance 
in the fire protection field. In its early 
years the Laboratory received its finan- 
cial support from the board, now how- 
ever it is self supporting. The board 
is proud that it launched and continues 
to sponsor this enterprise. 


Model Building Code 


In 1905, realizing that inferior building 
construction was a major factor in con- 
flagrations, a model building code—the 
first of all such codes—was promulgated 
by the National Board. This code is 
revised frequently to keep abreast of 
new developments and changing condi- 
tions and has been adopted by several 
hundred cities. It has a profound in- 
fluence in the encouragement of safer 
construction nationwide. We distribute 
upon request about 20,000 copies each 
year and also about 7,000 abbreviated 
codes designed for smaller municipalities. 

Our code has its critics, of course. The 
only way of avoiding criticism is to do 
nothing. It is said that we are over- 
conservative in those features designed 
to reduce the dangers of conflagrations, 
namely, restriction of areas, construction 
of fire walls and protection against 
spread of fire through exterior openings. 
We admit conservatism in these features. 
We have carefully studied conflagrations 
in American cities and we think that our 
recommendations in these respects are 
mainly correct. 

Now, with the uncertain state of world 
affairs, with global war threatening and 
with a potential enemy whose primary 
strategy, so we are told, will be to knock 
out our fire departments and _ start 
spreading fires in our cities, now, I re- 
peat, is no time to consider elimination 
of those structural features which reduce 
the probability of the spread of fire from 
building to building. 

More recently a recommended model 
Fire Prevention Ordinance also the first 
of its kind, was developed and is likewise 
made available to cities considering the 
adoption of such measures; it is already 
in use in over 300 cities. 


Municipal Fire Protection 


In the period between the Baltimore 
and San Francisco conflagrations a spe- 
cial committee of the National Board 
made a minute study of the fire hazards 
and public protection in 53 large cities. 


This work required the services of many 
engineers and cost our companies a sub- 
stantial sum of money. Many of the 
engineers’ recommendations on water 
supplies, fire departments and fire alarm 
systems were adopted. This particular 
feature of our engineering work has con- 
tinued and has become most important. 

Several teams of highly trained and 
competent engineers working out of our 
New York, Chicago and San Francisco 
offices are continually engaged in in- 
specting and reporting on the fire de- 
fenses of our 500 largest cities. There 
is nothing superficial about the work of 
these men. 

They spend weeks or months on a 
job as the size of the city may require 
and the completed reports are furnished 
not only to member companies to guide 
their underwriting but to the city fathers 
and officials so that they may know if, 
and where their protection is weak and 
how it may best be improved. This 
activity is well received and has been 
productive of much improvement in 
municipal fire protection. 


Standard Schedule for Grading Cities 


A natural development of the study of 

municipal fire protection has been the 
preparation of the Standard Schedule 
for Grading Cities and Towns of the 
U. S. with reference to their fire de- 
fenses and physical condition. The first 
step in the preparation of this schedule 
was the establishment of standards cov- 
ering the various features of fire protec- 
tion and prevention (which was de- 
veloped from a study of conditions in 
over 500 cities). The classification of any 
particular city is determined by the anpli- 
cation of points of deficiencies depending 
on the extent of variance from their 
standards. 
_ This system has been adopted by the 
insurance organizations having rating 
jurisdiction in nearly all states. It is ap- 
plied to the smaller cities by the insur- 
ance inspection bureaus and to the larger 
cities by the National Board. 

It is to be noted, that in this feature 
of its work, the National Board acts as 
a consultant to the rating and inspection 
organizations in furnishing to them the 
gradings of the larger cities in their 
jurisdictions, The grading is then used by 
the bureau as is specified by the legisla- 
tion regulating rate making in that par- 
ticular state. 

. Unfortunately, there is little uniformity 
in the various state laws. This situation 
has occasionally annoyed those who have 
attempted to study the effect of 
municipal protection on fire insurance 
rates on a nation-wide basis and has 
led to criticism of the grading schedule 
which could more justly have been di- 
rected to the excessive and diverse regu- 
lation to which the fire insurance busi- 
ness is subjected. 

_ There is nothing secret about the grad- 
ing schedule, copies are freely dis- 
tributed, it has been published in tech- 
nical journals and appears with much re- 
lated data in the current and previous 
editions of Municipal ‘Fire Administra- 
tion, which is published by the Inter- 
national City Managers Association. 

Used as a yardstick to measure munici- 
pal fire protection, it serves to eliminate 
discrimination in city or town classifica- 
tion. 

No basic changes in the schedule have 
been found necessary. It is reviewed and 
details revised when made desirable by 
new development and changes in the art. 
A revision of this nature is under way 
now. 

At the Baltimore fire it was found that 
hose threads of mutual aid companies 
so differed from the Baltimore thread 
that these companies could not connect 
to fire hydrants or to Baltimore equip- 
ment. Subsequent efforts on the part 
of the board resulted in the adoption 
of a National Standard hose thread and 
in the standardization of hose couplings 
and hydrants in over 5,000 cities and 
towns throughout the country. Non- 
uniformity of hose couplings is no longer 
the major problem that it once was. 


Standards for Fire Apparatus 


Cooperation between the IAFC and 
the NFPA and the National Board has 


resulted in the formulation of standards 
for municipal fire apparatus. Since 1913 
new models of pumpers are given a 
12-hour endurance test for the manu- 
facturer by National Board engineers to 
demonstrate that they are capable of 
performing at their rated capacities and 
pressures. 

Well over 1,500 different types of 
pumpers have been so tested. Models 
that have passed this 12-hour test are 
eligible for the underwriters three-hour 
acceptance test upon delivery. This pro- 
cedure has met with almost universal ac- 
ceptance and has had much to do with 
the general high quality of such equip- 
ment. Cities purchasing fireboats usually 
also specify acceptance tests to be con- 
ducted by our engineers. 

A more recent activity concerns our 
special interest bulletins. In the past, 
when replying to questions from fire 
chiefs and others we occasionally de- 
veloped items of information that we 
thought would be of general interest to 
the fire services so we would write them 
up in letter-size bulletins, have 500 cop- 
ies printed and send them out to people 
that we hoped might find them pertinent 
and helpful. 

From that small beginning the special 
interest bulletin has grown to a point 
where we send out about four such bulle- 
tins a month and find it necessary to 
print 30,000 of each. This information is 
disseminated widely through the fire 
services and interestingly enough has 
developed to be of utmost value, we are 
told, to fire department members in pre- 
paring for examinations for promotion. 
In order to keep the cost of distribution 
within limits, we discourage applications 
from individual department members but 
mail to the department who in turn dis- 
tributes copies to the individual members 
requesting them. 

Public Relations Activities 

Through our public relations depart- 

ment we have available a large amount 
of educational material. This consists 
mainly of booklets, of fact sheets and 
mats for newspapers, spot announce- 
ments and transcribed records for radio 
stations, films for fire departments, 
schools and service clubs as well as for 
movies and TV stations. There are also 
plays and stories for school children, a 
photograph collection available to edi- 
tors and writers as well as much more 
material suitable for the general pur- 
pose. 
In World Wars I and II the services 
of our engineering staff were offered to 
the government. The offer was accepted 
on such a scale that our usual peacetime 
activities were nearly discontinued. Since 
World War II most of the services have 
continued their fire protection activities 
and we no longer anticipate being called 
on to staff their departments although 
we do expect to provide consulting and 
perhaps supervisory personnel. : 

In the present emergency our services 
have again been offered to the govern- 
ment and we have been privileged to 
supply a good deal of technical informa- 
tion and fill many requests for advice 
and information. 

Out of the wealth of information gath- 
ered by the National Board of Fire Un- 
derwriter’s engineers in Europe and from 
data received from Japan, we have as a 
consultant of the Federal Civil Defense 
Administration have been able to advise 
on protective measures that might be 
taken to safeguard life and property 
in emergencies. 

Civil Defense Cooperation 

We have made available to these agen- 
cies our engineering surveys of Ameri- 
can cities so that the Civil Defense au- 
thorities may have complete evaluations 
of local conflagration probabilities and 
the facilities available for fighting them 
if and when the emergency arises. We 
have helped to inform the public on 
what to do in such an emergency. 

We have also given technical informa- 
tion to the Civil Defense Administration 
and the National Production Authority 
on matters relating to the allocation of 
fire fighting apparatus and materials 
that go into their manufacture. 

We have helped in connection with 


water supplies for fire fighting in emer- 
gencies. We furnished the National Se- 
curity Resources Board with facts and 
figures to assist them in their surveys 
relating to the adequacy and reliability 
of municipal water works systems 
throughout the country. Currently we 
are assisting the Coast Guard in matters 
of port security. 

No discussion of this general nature 
could omit reference to Jay Stevens of 
our San Francisco office. Jay serves as 
executive secretary of the IAFC and is 
secretary of the Pacific-Intermountain 
Association. He spends a good deal of 
his time in the activities of these groups 
and you are currently hearing from him 
as chairman of the Fire Chief’s Fire 
Prevention Campaign Committee. 


Research Division 


One of our more recent activities was 
the establishment of a research division, 
With rapid post-war developments in in- 
dustrial technology we realized the need 
for keeping our insurance family and the 
municipal fire services properly posted 
on developments presenting increased 
risks and new fire and explosion control 
problems. 

The work that the research division 
does falls in three general classes. The 
first is the preparation of fire hazard 
surveys or research reports on a variety 
of industrial subjects having broad annli- 
cation and wide scope interest. This 
particular activity has resulted in publi- 
cations on the causes and prevention of 
cotton fires, fire hazards of the plastics 
industry, fire hazards of the synthetic 
rubber industry and others. Reports now 
in process of preparation deal with safe- 
guards against lethal fire gases and pro- 
cedures for smoke odor damage control. 

This division also prepares timely re- 
ports on unusual fires and explosions 
holding national interest. These are oc- 
currences which involve major disasters 
and which require special investigation 
and a high degree of technical study. It 
is usually the purpose in this work to 
forus public attention on the particular 
dangerous situation which led to the 
catastrophe. 

This activity is typified in the well 
known and widely distributed reports on 
the Texas City disaster, the Holland 
Tunnel chemical fire and the South Am- 
boy port explosion. These reports have 
led to continued investigations by public 
authorities and better legislation which 
has in turn promoted proper enforce- 
ment and effective controls. 


Wide Range of Investigations 


The division also conducts technical 
investigations of a wide variety of short- 
range subjects and fire safety problems 
posed by industry’s engineers, insurance 
inspectors and public fire authorities. 

The members of the research staff are 
graduate chemical and industrial engi- 
neers. As is the case with our other 
highly specialized engineers, they are ac- 
tively engaged in numerous technical 
committee activities and maintain close 
cooperation with the staff of Underwrit- 
ers’ Laboratories, Inc., with whom, of 
course, they are not in competition. 

May I stress again the fact that the 
cost of all these activities is a contribu- 
tion of the capital stock fire insurance 
company members of the NBFU, a con- 
tribution to the effort that has resulted 
in greater safety from fire and lower fire 
insurance rates. 


Big Bill 
(Continued from Page 17) 


cause the investors do not have suffi- 
cient equity in them to insure the ten- 
ant interest characteristic of a successful 
cooperative. They argue that in a “true” 
cooperative the builder receives a rea- 
sonable profit but the tenant-investors 
get the benefit of every possible saving 
achieved in the planning, construction 
and management. They intimate that in 
the 213s there are loopholes through 
which savings accrue to the builder 
rather than the tenant-investor. 
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Jones Points to Gains 
Of Direct Writing Cos. 


CALLS ON PRODUCERS TO ACT 





Kansas City Executive Asks for Research 
Into Question Why Assured Will 


Forego Services of Agent 





Research into the problem of what an 

assured expects to receive from a local 
agent for his premium dollar and why 
he will forego the benefits of an agent 
for savings through buying from a 
direct-writing company was requested by 
President Morton T. Jones of the Kan- 
sas City Fire & Marine when he ad- 
essed the Kansas Association of In- 
rance Agents. 
Mr. Jones, who is also a leading local 
agent at Kansas City, says that hundreds 
of millions of dollars in premiums are be- 
ing “lost” to direct-writing insurance 
carriers and hence a thorough analysis 
of reasons therefor should produce some 
interesting and productive thoughts. 

In the last decade direct-writing com- 
panies as a whole have increased their 
business 431%, said Mr. Jones. This 
compares with an increase by all other 
companies of 324%. 


Why Agents Are Eliminated 


“What has started this trend of elim- 
inating the local agent?” Mr. Jones 
asked. “Is the insurance business getting 
too big for its britches? Has it been en- 
veloped by the economy it was designed 
to protect? I don’t know. The analysis 
isn’t clear-cut. Perhaps you know more 
of the reasons than I do. But certainly 
the following factors have to be weighed 
and valued: 

“1, The business is becoming more and 
more standardized. 

“2. Our merchandising methods do not 
contact enough of the people enough 
of the time—and maybe we: are falling 
down in our merchandising know-how. 

“3. Much of the insurance now being 
written is compulsory. 

“As the business becomes more com- 
prehensive and all-inclusive, it becomes 
more standardized and easier to sell. 
And the local agent becomes less impor- 
tant! If you can wrap up in one all-risk 
package all the liability insurance a man 
needs to maintain a home or to run his 
business, you can practically sell it over- 
the-counter, or from a slot machine. And 
that will apply to a lot of the usual fire 
coverages. 


What Is Wrong With Selling? 


“Every year there are one-and-a-half 

to two million new families created ... 
each one requiring household goods in- 
surance, liability coverage, life insurance, 
etc. What are we doing to reach this 
market? In fact, I sometimes wonder 
if we are doing anything at all to reach 
it, except when it occasionally bumps 
into us almost by accident. What has 
happened to the old-fashioned door-to- 
door selling? What has happened to the 
insurance producer who used to get the 
registration list of all new car owners, 
or used to check with the gas company 
for a list of new users?” Mr. Jones 
asked. 
_ “T sometimes wonder if we are becom- 
ing too high-hat to handle the needs of 
the smaller prospect or customer. Is it 
a lot more fun to talk about our big 
lines? I don’t know, but it is obvious 
that we are not reaching this vast mar- 
ket when we realize that much of our 
business ... business we should have... 
is being peddled by the clerk in the 
hardware store, or the feed store, the 
vending machine or by mail... and not 
by the reputable, responsible com- 
munity-spirited local agent who makes a 
definite and outstanding contribution to 
his home town! 

“And the third point I spoke about 
was that much of the business today is 
compulsory. When you get right down 
to it, much of the insurance a home- 
owner buys is packaged along with his 
mortgage and his automobile (his two 
chief possessions) and he has no oppor- 
tunity to advise or counsel with his local 
agents. In most cases, the insurance is 
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MORTON T. JONES 


already prepared and he has no alterna- 
tive but to accept it as written. That’s 
pretty compulsory, I think. 

“T think one ‘of the first and most 
fundamental questions we must ask our- 
selves is this: Do we actually want to 
write this business that is slipping away 
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from us? I feel pretty sure that each 
one of us is conscious that one of these 
days this gravy-train is going to come 
to an end, and in order to keep going 
we are going to need this extra business 
that we are now losing out on. 

“And if we let this direct-writing com- 
pany get its foot in the door by selling 
an autmobile policy to one of your cus- 
tomers, it won’t be long before it will be 
hungry for the rest of the business and 
offer him another fancy bargain in 
househo'd goods insurance, or fire insur- 
ance on his house. 


Commission and Tax Factors 

“The solution to the cost problem lies 
entirely in the two factors of commission 
and taxes. And these two factors are 
pretty much in your own hands,” Mr. 
Jones stressed. 

“1. Can you find a means of selling au- 
tomobile insurance at a greatly reduced 
commission? Maybe we should go to 
the companies and on bended knees beg 
them to reduce our commission ? 

“2. Will you work to eliminate the in- 
equality in taxes between the mutuals 
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and stock companies,” Mr. Jones con- 
tinued. 

“Are you willing to fight for a tax 
equality basis between the companies 
that appoint you their agent, and these 
other carriers who are allowed to ac- 
cumulate high surpluses without ade- 
quate taxation ? 

Improving Merchandising 

“Naturally, correcting these inequali- 
ties, either commission-wise or tax-wise, 
will not get the business back on your 
books, although it will help you keep 
what you have. These are changing times 
and our business is anything but static. 
And we have to look that fact in the 
face and say: ‘What am I doing about 
it?’ There is nothing we can do to keep 
the business from being standardized or 
perhaps keep it from being compulsory, 
but we can do something about our mer- 
chandising. 

“Have we agents changed our methods 
of selling or merchandising our business 
in the last fifty years? Aren’t we selling 
it just about as our fathers did. Are we 
exposing our product to the mass of 
people who want to buy. 

“Perhaps we can move our office down 
to the street, and decorate it in a pleas- 
ant, tasteful manner and urge our cus- 
tomers and prospects to make it their 
downtown headquarters. Offer them tele- 
phone service, coffee or cokes, make 
your office the headquarters for ticket 
sales to the county fair or the high 
school football games. In other words, 
make a great, concerted effort to mer- 
chandise your office and your services.” 


North Casalian Fire 
Rating Bureau Elects 


Landon Hill, manager of the North 
Carolina Fire Insurance Rating Bureau 
and its predecessor since October, 1925, 
was reelected at the bureau’s recent an- 
nual meeting. Mr. Hill managed the N. 
C. Inspection and Rating Bureau from 
1925 to 1945, and continued as manager 
when the name was changed to N. 
Fire Insurance Rating Bureau in 1945. 

Charles M. Close, vice president of the 
Great American, New York, was named 
chairman of the bureau’s governing 
board. W. T. Joyner, Raleigh attorney, 
was reelected general counsel. John H. 
Hutchins and Charles E. Hibbard were 
reappointed assistant managers. 

New companies elected to the govern- 
ing board were: Commercial Union As- 
surance, Atlantic Fire, Raleigh; Royal, 
Ltd, and Associated Reciprocal Ex- 
changes, New York. 

New members appointed to the ex- 
ecutive committee are P. L. Carlton, 
Durham, representing Southern Fire; 
John Darling, Charlotte, representing 
Aetna, and John W. McAlister, Greens- 
boro, representing McAlister & Ader- 
hold. Holdover members of the execu- 
tive committee are Godfrey Cheshire, 
Raleigh; Henry Haywood, Raleigh; 
Walter Love, Greensboro; C. R. MacGill, 
Raleigh ; George H. Porter, Jr., Charlotte, 
and L. J. Smith, Charlotte. 


Loyalty Group Specials 

Appointment of two new special agents 
in Texas for the Firemen’s of Newark 
group has been announced by Ben Lee 
Boynton, vice president in charge of the 
Southwestern department. They are 
Glenn Andrews, who will be special 
agent in west Texas with headquarters 
in Abilene, and Roland Bryant, who will 
be special agent in east Texas, with 
headquarters in Dallas. Mr. Andrews has 
been a claims adjuster in the group’s 
Houston office, and Mr. Bryant, prior 
to joining the staff early this year, was 
in the rating division of the Texas In- 
surance Department in Austin. 
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Revisions in Marine 
Coverages Are Made 


CHANGES EFFECTIVE DEC. 1 


Marine Organizations Clarify Time Hull 
Clauses and Broaden Coverages Avail- 


able to Ship Owners 


The American Institute of Marine 
Underwriters and the American Marine 
Hull Syndicate have completed a_re- 
vision of the time hull clauses, which it 
is believed, will clarify the wording of 
certain existing marine insurance clauses 
and broaden the coverages available to 
shipowners generally. E 

Drafted by the committee on forms 
and clauses of the American Institute 
of Marine Underwriters and the policy 
committee of the American Marine Hull 
Syndicate, the clauses have been 
adopted by the syndicates in covering 
risks bound on or after December 1. 

The revised clauses are being circu- 
lated as American Institute Time Hulls 
—December 1, 1951. 

Changes in Revised Clauses _ 

Following are some of the principal 
changes in the revised clauses: _ 

The inclusion of “breakdown of motor 
venerators and other electrical ma- 
chinery.” A more liberal basis of allow- 
ance for lay-up returns. A general revi- 
sion of the disbursements warranty. A 
specific inclusion of “lightning and earth- 
quake” in the perils clause. A specific 
inclusion éf accidents while on drydock. 

The Inchmaree Clause, which includes 
loss or damage through contact with 
aircraft, has been extended to cover con- 
tact with any land conveyance. The 
voyage clause has been completely re- 
vised to conform more closely with the 
conditions of present day navigation. 


Funck Marks 25 Years 
With North British Group 


In recognition of his 25th anniversary, 
George A. Funck, examiner, Middle De- 
partment, North British Group, was 
guest of honor at a departmental lunch- 
eon on November 1 given by Secretary 
R. T. Stewart. Also attending were Presi- 
dent Thomas Hunter of the “Norbrit 
Guards,” Assistant Secretary William 
Traynor, General Agent Casey, and 
Messrs. de Gruchy and Wilber. All of 
Mr. Funck’s service has been in the 
Middle Department at the home office 
in New York. 

Upon his return to the office, Mr. 
Funck found his desk decorated in tra- 
diational silver anniversary style replete 
with gifts. A pen-and-pencil set and 
other personal gifts were presented by 
departmental associates. 

“Guards” President Hunter then in- 
ducted Mr. Funck into the association, 
presenting him with usual articles of 
membership and a gold inscribed wrist 
watch from the company. 


RAYMOND M. DAY DIES 

Raymond M. Day, former marine loss 
adjuster at the head office of the Ameri- 
can Foreign Insurance Association, died 
last week. After serving 25 years he re- 
tired in 1947 and had resided at his 
home in Rutherford, N. J. Prior to join- 
ing the AFIA he was with Chubb & 
Son from 1906 to 1921 and with the 
Shippers’ Underwriting Agency from 
1921 to 1923. 


GULF HOME OFFICE CHANGE 

The Gulf Insurance of Dallas is re- 
modeling a building at the rear of the 
home office and will move the company’s 
printing department into the remodeled 
structure. Space formerly used by the 
printing department will be rearranged 
and redecorated for use by the mailing 
department. 








Thorn, Collin Federation 
Luncheon Group Heads 


Henry C. Thorn of the Insurance Com- 
pany of North America has been ap- 
pointed chairman of the 1951 luncheon 
committee for the membership meeting 
and annual luncheon of the Insurance 
Federation of New York at the Hotel 
Commodore on Wednesday, December 
12. Charles A. Collin of the Phoenix- 
Connecticut Group is vice chairman, ac- 
cording to Robert V. Branion, chairman 
of the executive committee of the Fed 
eration. 

United States Senator Irving Ives of 
New York will be the guest speaker. 
Reservations for tables at the luncheon 
may be made through members of the 
luncheon committee or through Harry 
F. Legg, Insurance Section, New York 
Board of Trade, Inc., 291 Broadway, New 
York City. 


N. Y. Insurance Society 
Alumni Assn. Elects 


The Alumni Association of the Insur- 
ance Society of New York is now one 
year old. At its first annual meeting, 
held on October 30, officers were 
elected for the ensuing year, with the 
following results: 

Frank E. Tullis, America Fore, presi- 
dent; Frazer S. Hammarlund, Home 
Insurance Company, vice president; 
Nicholas J.  Crisa, Phoenix-London 
Group, secretary; George R. Brennan, 
Jr., Home Insurance Company, treasurer. 

Elected to the association’s board of 
trustees are William V. Benintendi, 
Royal-Liverpool Group; Francis Cayz, 
Sinclair Oil Corporation; James W. Cun- 
ningham, American Insurance Company; 
Louis A. Dorrie, New Amsterdam Casu- 
alty; Raymond J. Poltronieri, Employers 
Mutual, and Malcolm A. Shipley, Jr., 
Charles W. Smith & Co. Mr. Benintendi 
was appointed the association's publicity 
chairman. 

The association’s membership consists 
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Providence Washington 
Advances Thwing, Perry 


ELECTED VICE PRESIDENTS 
Ogburn Appoint to Head Agency 
Dept.; Formerly Affiliated With North 
America Companies 

Stephen W. Carey, 3rd, president of 
the Providence Washington Insurance 
Group, announces advancement of two 
officers. James R. Thwing and Walter 
Perry, Jr. have been elected vice presi- 
dents. 

Mr. Thwing joined the Providence 
Washington Group in 1948 as manager 
of its combined claims department and 
has been secretary of the companies 
since January, 1949. He is a_ native of 
Minnesota, a graduate of the University 
of Minnesota Law School in 1939 and 
was affiliated with the St. Paul Group 
prior to joining the Providence Wash- 
ington, 

Mr. Perry has been with the Provi- 
dence Washington since July, 1950 and 
is in charge of investments. 

Announcement is also made of the 
appointment of Secretary Thomas B. 
Ogburn, Jr. to head the agency depart- 
ment. Mr. Ogburn, prior to joining the 
Providence Washington Group, was af- 
filiated with the North America Com- 
panies. 





of students who have won the 30-point 
certificate awarded by the School of In- 
surance for the satisfactory completion 
of a prescribed course of study. 

Plans for the future include a com- 
templated series of radio broadcasts from 
a New York suburban station, for the 
purpose of bringing everyday insurance 
to the closer attention of the public. 
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"THE ATLANTIC STORY" 


Our story began in 1842 with the chartering of the Atlantic Mutual. The 
Centennial, a wholly owned stock company, was organized 100 years later. 
Today the story of the Atlantic Companies is briefly this: 

* Two financially strong companies, operating in the fire, marine 
and casualty fields under one management, offering producers 
the choice of participating or non-participating contracts. 

* A tradition of prompt and ungrudging claim settlements that 
goes back over a hundred years. 

* A progressive and flexible attitude toward new developments 
to provide better insurance for the public, combined with 


* The conviction that the public is best served through the com- 
petent independent agent or broker, and the practice of tell- 
ing the public about that conviction. 


We shall be glad to send you “The Atlantic Story”, an illustrated booklet 
filling in the above outline and containing a historical sketch and other use- 
ful information. Simply write or telephone any of our offices. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL 
Home Office: 49 Wall Street, New York 5 


Baltimore - Boston - Chicago - Cincinnati - Cleveland - Dallas - Detroit - Grand Rapids 
! Indianapolis + Los Angeles - Newark - New Haven - Oakland + Philadelphia 
Pittsburgh - Portland + Richmond + St. Louis - San Francisco « Seattle « Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 
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UNIFORMITY HELD LACKING 


N. Y. Dept. Examiners Say Company 
Reports Show Desirable Degree of 
Uniformity Not Approached 

On the basis of examinations made of 
eleven insurance companies, New York 
Insurance Department examiners hold 
that a “desirable degree of uniformity 
has not even been approached.” The re- 
ports generally state that “the combina- 
tion of allocations based on dollar volume 
with those based on time measurements 
results in a mixture of ‘unlikes’ and the 
use of weighted counts and judgment 
further becloud the picture. 

“The problems of what is a satisfactory 
degree of uniformity and how to achieve 
it is a difficult one and calls for much 
cooperative effort which entails com- 
promise. Uniform accounting require- 
ments, in addition to being theoretically 
sound, should be practical and workable. 
A set of instructions satisfactory to 
theorists may be repugnant to those 
who must find the time, incur the ex- 
pense and possess the knowledge to carry 
them into execution. However, one thing 
is certain: if uniform accounting is to 
continue in the insurance business, the 
allocations must be uniform. 

“Depending on the cost philosophy 
adopted, uniformity may be achieved 
either by imposing and enforcing elabo- 
rate and costly procedures or by simple 
rules requiring comparatively little time 
and expense. Very pertinent is a subject 
recently placed on the agenda of the 
uniform accounting subcommittee of the 
National Association of Insurance Com- 
misioners. The uniform accounting sub- 
committee has been directed to ascertain 
the extent, if any, to which the use 
of premium volume is an acceptable 
method of allocation of cost to line of 
business.’ It would seem that the uni- 
tormity will not be a fact until a de- 
cision on this subject has been made. 

“To the extent that dollar volume is 
prescribed or recommended as a basis 
of allocation, the necessity for unit 
counts, times studies, weightings and 
time estimates may be obviated. On the 
other hand, if it decided that dollar vol- 
ume should not be permitted as an 
allocation basis the companies will be 
faced with the necessity of making 
whatever greater effort is necessary to 
obtain uniformity.” 





Paul M. Jones Elected 
Ohio Farmers Director 


At the last regular meeting of directors 
held at the home office of the Ohio 
Farmers Insurance Company, LeRoy, 
Ohio, Paul M. Jones, was elected a mem- 
ber of the board of Ohio Farmers In- 
surance Company and of the Ohio Farm- 
ers Indemnity to fill the vacancy occa- 
sioned by the death of W. F. Kyle, vice 
president of the Cleveland Trust Co. 

Mr. Jones is cashier and a member 
of the board of the Old Phoenix Na- 
tional Bank of Medina, the oldest bank 
in Medina County. He is also vice presi- 
dent of the Ohio Bankers Association 
and chairman of Group Nine of that 
Association. 

He also serves as a panel examiner 
of the Graduate School of Banking of 
Rutgers University, New Brunswick, 
N. J.; is state chairman of the American 
Cancer Society and is a director of the 
National Cancer Society. Mr. Jones’ 
father, C. E. Jones, was a member of 
the boards of directors and treasurer of 
both Ohio Farmers Companies at the 
time of his death in 1945, 





\| 


-————— | 


poi 
pec 


niq 
rati 


priv: 


Sur 


wp 
prox: 
in fo 
gratt 
Men’ 


51 


ll 


wm 


wus Taw Ft lee Ue ho 





XUM 


November 9, 1951 








Page 29 














Kirkpatrick on Risk of 
Socialized Insurance 


SEES PROGRAM WELL ADVANCED 





lls Independent Insurers That at Least 
Tee hirty Million Draw Pay Checks 
From United States Treasury 





Socialization of insurance not only is 
under way, but is well advanced and 
progressing at an alarming rate, a 
spokesman for the Chamber of Com- 
merce of the United States told the 
annual meeting this week of the Na- 
tional Association of Independent In- 
surers. 

A. L. Kirkpatrick, manager of the 
chamber’s insurance department, declared 
that for years the Government has been 
advancing a socialistic program under 
the guise of necessity created by re- 
curring crises. 4 ; ; 

The speaker urged his audience of in- 
surance executives to acquaint them- 
selves with New Deal purposes, adding 
that the Administration has given clear 
evidence that it is ready to “go down 
the line” for the socialization of insur- 
ance. 

Will Not Halt Policy 

“I do not know,” he added, “of any 
point where it can reasonably be ex- 
pected to halt this policy.” 

After citing the loss - spreading tech- 
nique of the Commodity Credit Corpo- 
ration, the Economic Cooperation Ad- 
ministration and the insurance program 
of the Federal Crop Insurance Corpora- 
tion, Mr. Kirkpatrick said the Adminis- 
tration’s bill, S.1848 to provide war 
damage indemnity would authorize the 
Federal Government to collect a com- 
plete record of costs, valuation and 
ownership of all real and personal prop- 
erty in the United States, which, he 
asserted, would put it in a_ position 
easily to socialize the entire fire insur- 
ance business. 

Turning to the field of life and dis- 
ability insurance, the speaker pointed out 
that by the end of 1952 the Social 
Security Administration will have more 
life insurance in force than the entire 
private life insurance business. He 
added: 


Survivorship Benefits Reach $190 Billion 


“Arthur Altmeyer, Social Security 
Administrator, told the House appropri- 
ations committee last March that sur; 
vivorship benefits alone under social 
security now amount to $190 billion of 
life insurance in force and that by the 
end of next year they will amount to 
$250 billion. Mind you, this figure does 
not include the old age pension bene- 
fits under social security, but is only 
the amount of life insurance payable un- 
der the Jaw to widows and surviving 
children. 

“Mr. Altmeyer told the committee that 
three years ago, in 1949, there was $85 
billion of this insurance in force. But, 
last year Congress amended the Social 
Security Act to increase benefits. These 
survivorship benefits were increased on 
the average of 77%. It is mainly as a 
result of this increase that the amount 
of insurance in force will have tripled 
in three years . 

“The value of individual protection 
averages about $10,000 apiece for the 24,- 
000,000 insured workers who have chil- 
dren. But some amounts may range 
as high as $35,000 for a single worker. 

Coverage Will Be $60 Billion 

“The Veterans Administration has ap- 
proximately $52 billion of life insurance 
in force today and with the addition of 
gratuitous insurance under the Service 
Men’s Indemnity Act of 1950 this cover- 

(Continued on Page 33) 


Brokers Plan Nov. 20 Forum 
On Auto Accident Problems 


In a move to stem what is described 
as “the slide toward disaster” of the 
automobile insurance business, the 
Greater New York Insurance Brokers’ 
Association will hold a Town Hall forum 
on the automobile and auto- 
mobile placement problems Tuesday eve- 
ning, November 20 at 7:30 in Washing- 
ton Irving High School, Irving Place and 
East Sixteenth Street, New York. The 
program will feature three prominent 
speakers who, with several other indus- 
try leaders, will answer questions from 
the audience. A large attendance is ex- 


pected. 

In making this announcement Herbert 
J. Pohs, president of the association, 
listed New York State Senator Seymour 
Halpern (R.-Queens) as the lead-off 
speaker at the forum who, as chairman 
of the joint legislative committee on 
motor vehicle problems, plans to intro- 
duce a bill for periodic inspection of 
motor vehicles in the 1952 legislature. 
This bill, it is expected, will cut the 
automobile accident ratio in this state 
by at least 8%. Senator Halpern is 
board chairman of the Greater New 
York Brokers’ Association. 

Other speakers will be Alex Gold- 
berger, well known Brooklyn insurance 
broker, who will direct his attention to 
automobile placing problems, claim prac- 
tices and traffic law enforcement, and 
Ray Murphy, general counsel, Associ- 
ation of Casualty & Surety Companies, 
who will discuss the threat of a state 
fund for automobile insurance and com- 
pulsory insurance in the light of their 
significance to the industry and to the 
insuring public. In addition, the associ- 
ation hopes to have one of the New 
York Insurance Department’s deputies 
on the panel of experts. 


accident 


Morrell Tells About 
“Medical Master” Policy 

HAS BEEN ON MARKET SINCE 1945 

Now Ava'lable at Individual Rates 


Through Continental Casualty to Men, 
Women Ages 18-60; No Coinsurance 





Louis C. Morrell, vice president of 
Continental Casualty, gives field repre- 
sentatives of the company the benefit of 
the latest information on Continental's 
“medical master” catastrophe policy in 
the November issue of the monthly 


“News.” Mr. Morrell puts on the record 
that the “medical master” has been on 
the market for individual male and fe- 
male risks since December, 1945, and ap- 
proved for sale in all 48 states and the 
District of Columbia. After nearly six 
years of experimental sales in test areas 
by the company’s special risks division 
this policy is now available to all pro- 
ducers, says Mr. Morrell, for sale to 
qualified men and women, ages 18 to 60, 
at attractive individual rates. It is indi- 
cated that lower rates will be quoted 
on specialty group forms “which are 
tailor-made to fit the catastrophe medical 
needs of firms and organizations.” 

Giving features of this “medical mas- 
ter” policy Mr. Morrell points out that 
it has a $100 deductible but no coinsur- 
ance requirement. It covers hospital, 
medical, surgical and nursing expenses 
up to $1,000, $1,500 or $2,000 for each 
accident or sickness, but excludes ma- 
ternity benefits. Present rates for the 
policy are higher than those at which 
the “medical master” was originally sold 
because experience has made an increase 
necessary. However, Mr. Morrell says: 
“There is no present indication of the 
need for any further revision.” For ex- 
ample, at the $1,000 limit Class I males, 
18 to 50 years old, pay $58 annually; 
ages 51-60 pay $80. For Class II risks 
the rates for the same limit and ages are 
respectively $68 and $93. 

The rates for women in Class I—$1,000 
limit between ages 18 and 50 are $93 and 
between ages 51 to 60 are $130 annually. 
For Class II at the same limit and ages 
the respective rates are $105 and $147. It 
is noted that Class I embraces risks 
classified A and B in the commercial di- 
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A Well-Rounded Service 
of Proved Worth 


Complete personal insurance is nothing 
new here at Federal Life and Casualty. 
Founded in 1906 as an A & H company, 
we early decided to offer a well-rounded 
service to field representatives as well 
as to policyowners. We set our sights 
accordingly and in 1929 we were 
licensed to write life insurance. 


Thus, we have been providing A & H 
insurance for nearly half a century... 
life insurance for nearly a quarter 
century. During all this time our goal 
has been the best possible service to 
fieldmen and policyowners. 


FEDERAL LIFE AND CASUALTY COMPANY 


DETROIT 2, MICHIGAN 











“Fortune” Sizeup of 
“Car Insurance Crisis” 


WRITTEN BY R. W. SHEEHAN 





Calls Inflation “Real Villain” in Current 
Situation; Youthful Drivers and “Merit” 
for Careful Driving Discussed 





Considerable interest was shown by 
insurance people as well as the car driv- 
ing public this week in the article, “The 
Crisis in Car Insurance,” appearing in 
the November issue of “Fortune” which 
has a wide circulation. Written by Rob- 
ert W. Sheehan, associate editor of that 
magazine who was formerly editor of 
American Agency Bulletin and manag- 
ing editor of The Spectator, one of the 
main points of the article was that there 
is a real danger of a “shortage” of auto- 
mobile insurance. These were the rea- 
sons given: 

“In automobile insurance there are too 
many policyholders and not enough cred- 
ibility to the experience, to allow much 
scope for selective underwriting. If a 
company wants to curtail its business 
in a hurry it will simply cease to accept 
further writings from a certain terri- 
tory, or will place a limit on the amount 
it will accept from agents and brokers, 
and perhaps eliminate some of them alto- 
gether. So there is a good deal of shop- 
ping around today for coverage, and 
many an automobile owner is outraged 
not only by the price he has to pay, 
but by the inference that he is lucky 
to get any insurance at all...” 


Problem of Young Drivers 


Encouragement was given by “For- 
tune” to the effort being made by “a 
few farseeing casualty company execu- 
tives” for a new approach to the “under 
25” drivers’ problem. “They are seeking 
a way,” writes Mr. Sheehan, “to band 
together young drivers in a group that 
will dedicate itself to improved driving 
performance. The incentive would not 
be primarily financial—though it might 
ultimately result in the repeal of the 
surcharge for insurance on cars used 
by the young—but would be based on 
appeal to the responsibility, intelligence 
and competitive spirit of the youth of 
the land.” This plan contemplates a 
nationwide campaign... to be tied in 
with courses in driving instruction now 
required by many high schools. It was 
viewed by “Fortune” as “a real attack 
on the basic causes of the automobile 
liability insurance headache,” and Mr. 
Sheehan urged that casualty companies 
should do more accident prevention 
work “even if it means dipping deeply 
into the till labeled ‘investment earn- 
ings.’” 

As a constructive suggestion the hope 
was expressed in the article that the 
casualtv companies establish an equitable 
form of “merit” rating that would dis- 
tinguish between careful and careless 
drivers. Although such plans have flop- 
ped in the past, having been subject to 
abuse, it was felt that the companies 
ought not to abandon all hope in this 
direction. 

Much attention was paid throughout 
the article to inflation as “the real vil- 
lain” in the car insurance crisis. Said 
Mr. Sheehan: “The thing that hurts the 
insurance companies is the ‘inflationary 
gap’ between the cost of insurance when 
written and cost of the claim when 
paid...” 


Warren E. Collins V. P. 


Warren E. Collins becomes a_ vice 
oresident of Hooper-Holmes Bureau, 
'nc., on December 1, according to an 
announcement by Edward King, presi- 
dent of the bureau. Action on the pro- 
motion was taken at the board meeting, 
October 30. 


MUTUAL LIFE IN CONFERENCE 

The Mutual Life of New York has 
just joined the Health & Accident Un- 
derwriters Conference. 
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Hays Favors Increase 
In Excess Limits Table 


SPEAKS BEFORE INDEPENDENTS 


Says Insurance Cannot Solve Safety 
Problem Alone; Responsibility Rests 
on Auto License Bureaus 

Walter L. Hays, president of the 
American Fire & Casualty Co. of Or- 
lando, Fla., gave his final message as 
president of the National Association ot 
Independent Insurers at the meeting in 
Chicago, November 6. He described the 
association as “invaluable, indispensable 
and without parallel” to the we'fare ot 
independent companies which believe 
that free enterprise and free competi- 
tion are imperative for the future of 
the insurance business and its ability 
to serve the public. a 

“New forms and kinds of insurance, 
improved methods—in fact, the progress 
of the industry,” he said, “have origi- 
nated with the independent companies. 
| don’t mean just the companies which 
are members of this association. l 
mean the independent companies 
members and non-members. They are 
the ones which dare to step out and do 
things differently—pioneer new and un- 
tried methods. They have kept others on 
their toes and brought progress to the 
insurance business—better and broader 
coverages—better service to the policy- 
holders.” 

Problems Stem From Auto Lines 

Saying that some of the immediate 
problems stem from the automobile busi- 
ness, Mr. Hays declared that the finan- 
cial responsibility laws which prevail 
in most states are being examined 
minutely with a spy glass, trying to 
find ways and means to improve them. 
“The real problem is the uninsured; 
those who have accidents and are judg- 
ment-proof,” Mr. Hays said. “Great 
stress is being put on these points. How- 
ever, it is estimated that the uninsured 
run between 10% and 15% of the auto- 
mobile owners. The Insurance Commis- 
sioners and the industry are trying to 
solve this problem with some plan which 
will not bring about the impossible bur- 
den that would be inflicted on the auto- 
mobile owners by compulsory insurance 
or state insurance. They are also trying 
to work out some way where the as- 
signed risk plan committees do not 
feel that every application must be 
insured, regardless of its nature. 

“In solving the problem of the un- 
insured, we should take the agents into 
our confidence. They are on the ground; 
they are in direct contact with the 
automobile owners. I believe that the 
insurance agents of this nation can re- 
duce the number of uninsured persons 
to a minimum. associations and 
companies should join together in a 
gigantic educational program to famili- 
arize the agents with the most impor- 
tant problem of the day. When they 
realize their responsibility, they will be 
willing to carry their share of the bur- 
den. This might be the solution. It 
would be the free enterprise way. 

Cannot Solve Safety Problem Alone 

“T would like to state right here that 
insurance is not going to solve the safe- 
ty problem alone. If everybody were 
insured, there would be many accidents 
where there was no liability, and yet 
people would be injured and property 
damaged. And, if there were insurance 
to pay for the damages—that would not 
bring back the lives of the members 
of your family which might be lost in 
these accidents. It is to be remem- 
bered, there are many who are not en- 
titled to drive, because they are a 
menace on the highway. Some are physi- 
cally, nervously, or mentally afflicted. 
Yes! even morally, because we have the 
problem of the habitual drinker and 
the dopester. So, let’s not try to solve 
this entire safety problem by insurance 
alone. 

“Here’s the ‘meat in the coconut’ on 
safety: instead of trying to handle this 
entire burden by insurance, let’s place 
the responsibility where it belongs— 
where it can be handled most effective- 
ly—on the automobile license bureaus. 
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WALTER L. HAYS 


They can, and sliould, stop the unfit 
from driving. Let’s not exert too much 
effort to secure insurance for every 
car owner to give him the right to 
drive, regardless of his qualifications. 

“Tt has been stated that a very small 
percent of the drivers cause a_ big 
percent of the accidents. If this group 
could be disqualified, it would go a long 
ways toward solving some of the prob- 
lems of the assigned risk plan commit- 
tees. It would stabilize rates and cer- 
tainly would help solve the safety prob- 
lem, which is one of our biggest today. 
Advocates Increase in Excess Limits 

“While we are talking about problems, 
and that seems to be the topic of the 
day, I would like to see this association 
pass a resolution advocating an increase 
in the excess limits table. It is going 
to remain for the ‘companies’ to push 
this issue—(I mean companies originat- 
ing the business, not reinsurance com- 
panies). If we don’t take some action, 
many of the companies writing automo- 
bile business will find themselves having 
their primary limits premiums penalized 
by their reinsurance treaties. This would 
be a dangerous precedent. I believe that 
each class should stand on its own feet. 
I realize this association is not a rate- 
making body, but automobile reinsurance 
is a major problem at the moment and, 
as I have already said, it is going to 
remain for the ‘companies’ to take ac- 
tion before anything happens. 

“We need an old-fashioned revival and 
an old-fashioned reunion of those who 
regulate, and the regulated. Our inter- 
ests are the same. We all want solid 
companies and to serve the public well. 
We have a common enemy in inflation 
and changing economic conditions, and 
we need a solid front in order to be 
victorious.” : 





FILES ACTION IN ST. LOUIS 





Broker Attempts to Collect $129,500 Claim 
in Connection With Sale of Com- 
monwealth to American National 

Edwin E. Stith, a St. Louis broker, 
has filed a suit in the St. Louis Circuit 
Court in an attempt to collect a commis- 
sion of $129,500 that he claims to be due 
him for helping to arrange the sale in 
June, 1950, of the Commonwealth Life & 
Accident Insurance Co. of St. Louis to 
the American National Insurance Co. of 
Galveston, Tex., for $3,500,000. 

Stith stated in the suit that in July, 
1949, Nathan S. Bender, then the prin- 
cipal stockholder of the Commonwealth 
Life & Accident, promised him that he 
would be paid a reasonable commission 
if he helped to sell the company. Later, 
through various inquiries, Stith claimed 
he discovered that the American Na- 
tional could be interested and he imme- 
diately relayed that information to 
Sender. 

The petition seeks a payment of 34% 
of the reported $3,500,000 price paid by 
the Galveston company as a reasonable 
commission. 





F. & D. FIELD PROMOTIONS 


Fuermann, Neale and Bloodgood Ad- 
vanced in Milwaukee Branch; W. J. 
Martin Made Albany Manager 
Four field managerial promotions have 
been announced by Donald L. Buckler, 
vice president in charge of the agency 
department of Fidelity & Deposit and 
American Bonding. They are as follows: 
Warren H. Fuermann, heretofore as- 
sistant manager in Milwaukee, and 
James F. Neale, Jr., formerly manager 
in Albany, N. Y., have been named asso- 
ciate managers of the Milwaukee branch. 
Hugh M. Bloodgood, special represen- 
tative in Milwaukee, has been advanced 
to the post of assistant manager of that 

office. 

William J. Martin, assistant manager 
in Washington, D. C., has been ap- 
pointed manager in Albany. 

Mr. Fuermann joined the F. & D.’s 
Milwaukee branch as special agent in 
1938, following several years’ association 
with Conkling, Price & Webb, F. & D. 
general agents in Chicago. He was ap- 
pointed assistant manager of the branch 
in 1946. 

Mr. Neale started with the F. & D. 
as a judicial inspector in 1937 and subse- 
quently served as special agent in Mem- 
phis, Newark and Detroit. He was ap- 
pointed manager in Albany in June, 1946. 

Mr. Bloodgood joined the F. & D. in 
1941 as manager of the judicial depart- 
ment in Milwaukee. He was appointed 
oo ss representative of the office in 


Mr. Martin has been associated with 
the F. & D. since 1929, first as a member 
of its home office staff and later as an 
assistant judicial underwriter in Boston. 
Following World War II service with 
the Army he returned to the F. & D.’s 
office in Boston as an underwriter in its 
burglary department. He later served as 
special agent in Boston, New Orleans 
and Washington and in 1949 was made 
assistant manager of the latter office. 

The Milwaukee branch continues un- 
der the active direction of H. H. 
Thomas, resident vice president, and 
Stanley T. Webb, manager. 





€. & S. Ass’n Has 18 New 
Auto Liability Law Pamphlets 


Publication of 18 automobile liability 
security pamphlets, incorporating 195] 
amendments and revisions of laws for 
12 states and six Canadian provinces, 
has been announced by the Association 
of Casualty & Surety Companies. The 
states and_provinces include Alabama, 
Arizona, California, Delaware, Hawaii 
(Terr.), Illinois, Michigan, New Hamp- 
shire, Oklahoma, Texas (new), Utah, 
Wisconsin, Alberta, Manitoba, Nova 
Scotia, Ontario, Prince Edward Island 
and Saskatchewan. 

These pamphlets are published as part 
of the association’s supplement service, 
which keeps its loose-leaf book, “Auto- 
mobile Liability Security Laws of the 
United States and Canada,” up to date. 
They contain a summary of the salient 
provisions and the complete text of 
each law. Price of the complete book 
(59 pamphlets) is $12, plus an additional 
charge for the supplement service. 
Copies of individual state laws may be 
purchased at 35 cents per copy. 





NATIONAL SURETY MEETING 

Thirty-seven service office managers 
and five resident vice presidents of the 
National Surety Corp. held a meeting at 
Hot Springs, Va., November 4-8, Rep- 
resenting the home office of the company 
were President Ellis H. Carson and Vice 
Presidents Sherman G. Drake and C. E. 
Deming. 





J. F. PETERSON PROMOTED 

The Hartford Accident & Indemnity 
has appointed John F. Peterson as fidel- 
ity and surety special agent. He will 
operate out of the agents’ service de- 
partment office in Hartford and will 
service the western Connecticut territory. 
Since 1947 he has been in that depart- 
ment. 


Compulsory Auto Ins. Not 
Regarded as Solution 
TO PRESENT-DAY PROBLEMS 





Panel of Experts Urges Stronger Em. 
phasis on Traffic Accident Reduction 
and Model Responsibility Laws 





The unanimous conclusion was reached 
by a panel of automobile insurance ex- 
perts in a Chicago discussion on the 
automobile accident problem that com- 
pulsory automobile insurance is not the 
answer to problems caused by uninsured 
motorists. To bring about reduction in 
the economic losses from accidents, 
recommendation was made that more 
emphasis be placed on reduction of traf- 
fic accidents and by enacting model 
safety responsibility legislation. In the 
12 states which still do not have such 
legislation, it was felt that automobile 
registration applicants should submit a 
statement as to whether the car is in- 
sured, 

Participants in the panel were John 
W. Cowee, insurance professor at the 
University of Wisconsin; Bernard R. 
Stone, Insurance Commissioner of 
Nebraska, and J. P. Craugh, counsel for 
the Utica Mutual, who addressed the 
annual meeting of the American Mutual 
Alliance at the Edgewater Beach Hotel, 
Chicago. 

Strong agitation now exists in a num- 
ber of states, it was explained, to make 
liability insurance compulsory for all 
drivers. Only one state—Massachusetts— 
has such a law at the present time. 
Thirty-six states have safety responsi- 
bility legislation which requires the post- 
ing either of insurance protections or 
evidence of financial responsibility for 
accidents. In those states the great 
majority of motorists are insured. 

Principal defect in compulsory insur- 
ance, it was felt, is that under our system 
of law, only drivers found to be legally 
liable in an accident would be required 
to pay damages. Victims of accidents 
would be unable to recover, it was ex- 
plained, regardless of whether the motor- 
ist was insured, if the motorist was not 
legally liable for the loss or injury. 

Hodges for Better Public Relations 

In his presidential address, Charles E. 
Hodges, president, American Mutual 
Liability of Boston, said “Mutual insur- 
ance should write a larger share of the 
approximate $5,000,000,000 total annual 
fire and casualty insurance premiums of 
the country.” Mutual insurance should 
also have, he said, “an improved public 
relations program, which together with 
its established technical competence, 
would bring its policyholder and public 
services to an ever increasing number 
of persons.” : , 

Another speaker, E. C. Ellis, vice 
president of Federated Mutual Imple- 
ment & Hardware Co. of Owatonna, 
Minn., called for progressive underwrit- 
ing, careful attention to office and claim 
service procedures, continuation of divi- 
dents and a broad national advertising 
campaign during the anniversary year 
952. : 

John O. Nilan, vice president, Ameri- 
can Mutual Liability, said that “too little 
attention has been focused upon home 
accident prevention.” Over 163,500 per- 
sons lost their lives in home accidents 
in the last five years, he pointed out. 
Working to prevent home accidents, he 
said, would be good public relations | for 
insurance companies, since it is an “un- 
limited opportunity to render a truly 
great public service. . .” 

Dr. Ross Macfarland, associate pro- 
fessor of hygiene at the Harvard School 
of Public Health reported on human 
factors in highway safety. A research 
project conducted by his institution, he 
said, under sponsorship of the National 
Association of Mutual Casualty Com- 
panies and national associations in bus 
and truck operating fields, showed many 
defects in machine design which produce 
human fatigue and result in accidents. 
He urged designers to relate their ma- 
chine—factory production machines as 
well as automobiles, trucks and busses— 
more closely to the “physiological habits 
of man.” 





No 


tual 
sur- 
the 





XUM 


November 9, 1951 






——— 
C27 wait t t-oO 





Page 31 








Stanley F. Withe’s European Trip 


Stanley F. Withe, head of the public 
education, public relations and _advertis- 
ing activities of the Aetna Life Affili- 
ated Companies, is back in Hartford, 
after a four-weeks trip which took him 
to England, France and Italy. He visited 
London, Paris and Rome in a dual ca- 
pacity, representing both his companies 
and Chief U. E. Baughman of the United 
States Secret Service, who commissioned 
him to conduct previews in the three 
capitals of the new film, “The Secret 
Service Story,” produced by the Aetna 
Life Companies in cooperation with 
Chief Baughman’s department. 

The film, the script for which was 
written by Secret Service Agent Harry 
E. Neal, deals largely with counterfeit- 
ing and contains photographs of genuine 
and counterfeit bills reproduced by spe- 
cial permission of the Secretary of the 
Treasury. The film had its official pre- 
view in Washington just before Mr. 
Withe left for London and was attended 
by Treasurer of the United States Geor- 
gia Clarke, Under Secretary of the 
Treasury Foley, Chief Baughman and 
other Treasury officials. 


Scotland Yard Guest 


In London Mr. Withe was the guest 
of Sir Harold Scott, head of Scotland 
Yard where the Aetna film was viewed 
by a large audience of police and other 
government officials headed by Commis- 
sioner R. M. Howe. Mr. Withe, who is a 
Harvard classmate of Senator Leverett 
Saltonstall of Massachusetts, was a guest 
at a luncheon given by C. Glidden Os- 
borne, president of the Harvard Club of 
England, at the Carlton Hotel. While 
in London he was also a guest at a re- 
ception at the home of Ambassador and 
Mrs. Gifford. 

The Rome preview was attended by 
Commandatore Doctor Guiseppe Dosi, 
head of the International Police and by 
Commandatore Polito, Questore or Po- 
lice Commissioner of Rome. Invitations 
to the preview were sent out by General 
D'Antoni, head of the Police Guards 
throughout Italy. In Rome, Mr. Withe 
was the luncheon guest of U. S. Minis- 
ter Dwight Thompson. He was received 
the following day by Pope Pius XII at 
a special audience at his summer home, 
Castelgandolfo, just outside of Rome. 

In Paris, arrangements for the preview 
were made by M. Sicot, Secretary- 





N. J. COMPENSATION REVISION 
6.2% Increase in Collectible Level of 
Rates and 7.5% Manual Rate Change; 
Effective Date January 1, 1952 
With the approval of the New Jersey 
Commissioner of Banking and Insurance 
the Compensation Rating & Inspection 
Bureau of New Jersey will make effec- 
tive on January 1, 1952 a 6.2% increase 
in the collectible level of workmen’s 
compensation and employers’ liability 
rates in the state. This revision is based 
on the mid-year loss ratio report of 
member companies of the bureau and 
the increase in the maximum benefit for 
permanent total disability enacted by 
Chapter 105, Public Laws of 1951. 
Bernard Hamilton, chairman of the 
bureau, advises that the manual rate 
change is 7.5%, and that the over-all 
effect of the law amendment is 0.02%. 
Its effect on cases of permanental total 
disability alone is 15.9%. Mr. Hamilton 
further says that. the increase in the 
New Jersey rate level results principally 
from a turn in the experience that was 
first evidenced in the report for calendar 
year 1950 in which a loss ratio of 62.7% 
was developed. The fiscal year, brought 
down to June 30, 1951, has developed a 
loss ratio of 72.2%. The expected loss 
ratio, he adds, is 59.3%. 
_Rates for the per capita servant clas- 
Sifications are unchanged and there is 
no change in the loss and expense 
constant. Furthermore, minimum pre- 
miums follow the current formula, and 
rates in the vessel schedule are unaf- 
fected by the revision. 





General of the International Criminal 
Police Commission. While in Paris, Mr. 
Withe was the guest of R. Desvaux, Di- 
rector of the Judiciary Police. 


Mr. Withe traveled through France 
and Italy with his daughter Ann who 
has returned to Denmark to visit the 
family home on the island of Als. She 
will return to the United States early 
next year. 





Central Surety’s Results 
Given for First 9 Months 


Central Surety of Kansas City has 
weathered the first nine months of 1951 
in good shape and as of September 30 
reported net earnings of $31,359 after 
income tax. Its net premiums written in 
this period amounted to $9,014,194, an 
increase of $737,270 compared with the 
same period of 1950. Reserve for un- 
earned premiums of $6,372,299 was shown 
in the September 30 statement, repre- 
senting an increase over last Decem- 


ber 31 of $653,204. Total reserves were 
$13,803,019 as of September 30, about 
half of which were set up for claims. 
During the first nine months Central 
Surety’s assets increased to a total of 
$19,330,223 compared with $18,971,719 last 
December 31. Capital continued at $2,- 
000,000 and surplus was shown at $3,527,- 
204, slightly below that of last Dec. 31. 
Surplus to policyholders was $5,527,204. 
President R. E. McGinnis in revealing 
the nine-months results also announced 
the declaration of a quarterly dividend 
of 50 cents per share for payment Nov. 
15 to stockholders of record Nov. 2. 
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can be your most important visitor 


This man is your local insurance agent. He is the one man 


who can provide you with adequate protection against loss . . . losses 


that you cannot see or predict. 


No businessman can be completely certain that every one of his employes 


is trustworthy. No business is completely safe without the protection 


this man can give. 


Welcome this man when he calls. Consult him... your local insurance 
agent . . . today. Tomorrow could be too late. 








To obtain the name of your nearest U.S.F.&G. agent or for claim service 
in an emergency, call Western Union by number and ask for Operator 25. 








— 


CONSULT YOUR INSURANCE 
AGENT OR BROKER AS YOU WOULD 


VsF.& G. ot 


YOUR DOCTOR OR LAWYER 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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H. S. Cramer Surveys 
Medical Expense Trends 


NEW YORK A. & H. CLUB SPEAKER 





Puts Emphasis on Catastrophe Medical 
Coverage; Points to Certain Limita- 
tions in Present Policies 





A survey of current medical expense 
insurance trends was presented by H. S. 
Cramer, A. & H. manager of Bleich- 
roeder, Bing & Co., Inc., of New York, 
to the November dinner meeting of the 
Accident & Health Club of New York, 
held Wednesday evening at De Palma’s 
Restaurant, Cliff Street, New York. Mr. 
Cramer was introduced by Kenneth R. 
Thompson, Century Indemnity, president 
of the club. He came to this country 
from Holland in 1947 and has made a 
study of medical expense insurance his 
hobby along with selling a sizable vol- 
ume of A. & H. 

In developing his talk Mr. Cramer put 
the emphasis on medical catastrophe in- 
surance which, during the past year, has 
held the A. & H. spotlight. “Quite a few 
healthy catastrophe children have been 
born thus far and they all have the fol- 
lowing points in common,” he said. 
“Specifically, they provide protection 
against expensive major accidents or ail- 
ments; they have a deductible which is 
either a flat amount or the equivalent of 
a month’s salary or thereabouts. Most 
of them have a coinsurance clause which 
requires the insured to pay a certain per- 
centage of the expenses. All have the 
principle of blanket insurance, which 
means that they will pay for all or for a 
certain perc entage of the actual expenses 
regardless of how high. Most of the 
plans are available only on a group 
basis; a few are also sold to individuals. 
Some policies apply only in case of hos- 
pital confinement; others do not have 
such a limitation. 

“We like the setup of these policies 
because they provide real protection. 
However, we do not like the unrealistic 
approach of many old-fashioned policies 
which limit the daily benefit in the hos- 
pital to an amount which has no relation 
to the actual cost you have to pay when 
you are hospitalized, for instance, in New 
York City. 

“The same applies to the schedule for 
miscellaneous expenses and for surgical 
benefits; the highest amount which you 
could receive on surgical schedule, for 
instance, for a brain operation, is $300. 
This is ridiculous, because everybody 
knows that it would cost at least $1,000 
to $1,500.” 

Does Not Like Coinsurance Requirement 

Offering a few objections to the setup 
of medical catastrophe policies Mr. 
Cramer said: “First of all, I do not like 
the coinsurance requirement. I am fully 
aware of the fact that we need some 
kind of a deterrent so that the expenses 
do not run away. The insured must be 
interested in keeping the expenses as 
low as possible, but I don’t believe that 
a coinsurance requirement will have 
these desired results. The coinsurance 
idea in medical expense insurance is not 
new; we tried it in Europe many years 
ago and we found that it does not work. 

“Intimately related to the disadvan- 
tages of a coinsurance clause is the dan- 
ger of blanket reimbursement. I daresay 
that people here are spoiled by the blan- 
ket medical reimbursement which has 
been developed in the accident insurance 
field. It could not do too much harm 
there, however, because accidents occur 
relatively infrequently and neither pa- 
tients nor physicians have been infected 
by this bug. When it comes to sickness, 
however, which occurs more than nine 
times as often as accidents, the stiuation 
changes. Once a physician knows that 
he can charge whatever he wants be- 
cause his patient is not interested in the 


amount of his bill—everything will be 
paid by the insurance company anyway 
—the temptation becomes strong.” 

Mr. Cramer then said that in his opin- 
ion “an allocation of benefits will be un- 
avoidable in the long run if we want to 
keep the principle of medical expense in- 
surance alive and healthy. It is the pur- 
pose of an allocation of benefits to keep 
payment for the various items of medical 
care within certain limits. These limits 
should be very liberal.” 

Spread of Risk Among Age Groups 

He also pointed to another difficulty— 
the spread of the risk among the various 
age bre ickets—and noted that one of the 
pioneering companies in the . medical 
catastrophe field discovered that “if a 
given coverage costs $10 for people under 
35, it will cost $20 for the 35 to 49 
groups; $50 for the 50 to 64 group and 
$100 for people of 65 years of age. We 
have, therefore, the awkward result that 
from the very beginning we eliminate 
a large group of prospects who would 
bring the claim ratio down. This re- 
quires, on the other hand, a substantial 
premium and here we have a vicious 
circle. 

“If we want to break this vicious cir- 
cle,” Mr. Cramer concluded, “we will 
have to find some way to attract the 
younger age groups to catastrophe in- 
surance. The obvious solution is to offer 
them such an attractive premium that 
they would jein—and they certainly 
would join if they could do it without 
hardship to their budget. In _ other 
words, the premium for them should be 
rather low. I don’t know whether this 
way out is possible. Only the companies 
which have the necessary statistics, 
gained through experience, ‘will be able 
to answer this question. 


Wickman Sees A. & H. on 
Threshold of New Era 


OPENS UNDERWRITING FORUM 





Favors Two Classifications — Personal 
and Property Insurance; For Healthy 
Experimentation 





Chicago, Ill, Nov. 7—The fourth an- 
nual underwriting forum of the Health 
& Accident Underwriters Conference got 
off to a good start here this morning at 
Edgewater Beach Hotel with over 200 
attending and under the chairmanship of 
J. M. Wickman, Mutual Life of New 
York, who heads the conference under- 
writing committee. Program chairman 
was E. F. Brewer, Republic National 
Life of Dallas. 

Theme of the meeting was “New 
Horizons in Health and Accident Un- 
derwriting” and Mr. Wickman’s intro- 
ductory remarks were in keeping with 
this theme. Stressing that the A. & H. 
business is on the threshold of a new 
era, he said that there is a_ general 
feeling in the insurance industry that 
“we have to do something more than 
talk against the threat of government 
encroachment into the health insurance 
field, and that the positive approach 
should be used.” In Mr. Wickman’s 
opinion this means to sell more and bet- 
ter coverage and thus, convince the 
public that they already have available 
the best kind of A. & H. insurance pro- 
curable, “and that they can get it in 
the American way as they want it and 
without any strings attached.” 

Refers to Life Cos. Entering Field 
The speaker remarked that the many 
life insurance companies which have al- 
ready entered the field or announced 
their intention of so doing “is evidence 
enough of this new interest in our busi- 


ness.” In this connection he said, con- 
tinuing : 
“This entry of life companies is a 


(Continued on Page 33) 
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Whole Country's 


NATIONAL'S 
NEW HOSPITAL EXPENSE POLICY 


Because it provides flexible protection 


Daily Benefits from $3 to $12 a day — Up to 100 days 
No Limit on number of confinements any one year 


Up to $25 for Out-Patient Injury Treatment 


MISCELLANEOUS EXPENSE AND SURGICAL FEES 
ENTIRELY OPTIONAL 


If elected, they provide: From $25 to $150 for Unallocated Miscella- 


Choice of 3 Liberal Surgical Fee Schedules — $100, $150, or $200 
IN or OUT of hospital 


DAILY BENEFIT AVAILABLE WITHOUT MISCELLANEOUS EXPENSE 
OR SURGICAL— EXCELLENT FOR BLUE CROSS SUBSCRIBERS. 


Available to Men, Women and Children — Ages | month to age 80 — 
Flat rate for Budget-Conscious Families— No limited benefits for 
female diseases 


RATES AS LOW AS $5.40 ANNUALLY—$3 A DAY PLAN 


It’s a real money maker . . 
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ACCIDENT AND HEALTH INSURANCE COMPANY 


of Philadelphia 
242-244 S. 8th St., Philadelphia 7, Pa. 
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Medical Master Policy 


(Continued from Page 29) 


vision manual and Class II includes risks 
classified C and D in the same manual. 


Also Commercial and Group Plans 


Mr. Morrell further explains that a 
year ago Continental’s commercial divi- 
sion announced a similar catastrophe 
policy for experimental sale which has 
deductibles of $250 and $500 and maxi- 
mum reimbursement of $1,500 and $2,500 
respectively, also without coinsurance. 

Furthermore, in the company’s gen- 
eral group division it has insured since 
August 1, 1946, all employes (and their 
dependents) of Chicago’s largest bank 
on a catastrophe medical expense plan, 
paying 80% of the expense beyond the 
deductible of $50. Says Mr. Morrell: 
“This plan has 100% participation, em- 
ployer paying the premium. Experience 
has been satisfactory to date to the in- 
sured and the company. ... There have 
also been numerous other special group 
plans in our group divisions as well as 
in the special risks division, which have 
involved some form of catastrophe cov- 
erage.” 

Looking ahead, Mr. Morrell says: 
“Continental believes that in its group 
division a substantial increase in the 
amount of daily room rate payable for 
hospitalization and raising of surgical 
schedules is certain to materialize. Basic 
group plans will need to cover a larger 
portion of an employe’s hospital and 
surgical costs than is now commonly pro- 
vided. The increase in these costs makes 
for a disparity between what he gets 
under existing group plans and what he 
has to pay. With this gap narrowed, in- 
dustrial employes can be written quite 
reasonably. To date the interest has 
been displayed by employes and execu- 
tives in the higher income brackets. And, 
with these changes, strict adherence to 
participation requirements will be essen- 
tial both in the basic group and in the 
special catastrophe group.” 

In closing Mr. Morrell says: “That 
there is a strong enough demand for 
catastrophe medical expense coverage 
is yet to be established. Our experience 
strongly suggests the question: Are 
prospects, meaning the public, mentally 
equipped to pay the premium actually 
necessary to carry catastrophe medical 
risks?” 


ORGANIZE NEW A. & H. GROUP 

A Bay City and Northeastern Michi- 
gan chapter of the Michigan State Ac- 
cident & Health Underwriters has been 
chartered, with Armand C. Kuder, Bay 
City, as president. Emil Lambertson, 
Lansing, president of the state organiza- 
tion presented the charter to Mr. Kuder 
at the first meeting. 
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‘JM. Wickman Talk 


(Continued from Page 32) 


healthy trend for our business. First, it 
will further dispel the idea in the minds 
of some strictly life companies and their 
agents that life and A. & H. cannot be 
handled together. Secondly, we all know 
that the public has learned long ago that 
one must have some life insurance. Its ne- 
cessity has been recognized. By the same 
token, why shouldn’t the public feel the 
same way about A. & H. insurance? It 
is the more basic of the two forms. Per- 
haps the life companies will help the 
public to recognize that fact.” 

Mr. Wickman then predicted that the 
time may soon come when there will be 
but two general classifications in the in- 
surance business, i.e., personal and prop- 
erty insurance. “Personal insurance,” he 
said, “will have its two types of coverage 
for the maintenance of income (A. & H. 
and life), one while living and disabled 
and the other for a man’s family after 
he is gone. The term ‘property insur- 
ance’ will be used to describe all types 
of insurance on anything but human 
lives.” 

More Responsibility for Underwriters 

It was also noted by Mr. Wickman 
that “this new interest in our business 
imposes a real responsibility on A. & H. 


underwriters. If we are to place our 


A. L. Kirkpatrick Talk 


(Continued from Page 29) 


age will be up to $60 billion by the end 
of next year. s 

“Life insurance in force under the 
Railroad Retirement Act amounts to ap- 
proximately $5 billion and benefits for 
member of the Civil Service amount to 
another $10 billion in force. 

“Adding these benefits together gives 
a total of $325 billion of life insurance 
in force under these four Government 
programs. 

Life Insurance Below $300 Billion 

“In contrast with this, private life 
insurance in force is now substantially 
below the $300 billion mark, although it 
may reach that figure by the end of next 
year, including approximately $10 billion 
of insurance in force in savings banks, 
assessment plans and fraternal societies. 

“The Government thus will have more 
life insurance in force than all the pri- 
vate life insurance companies put to- 
gether, and practically all of it has come 
into being under the short regime of 
our New Deal socialistic philosophy. 

“Private life insurance companies have 
annuities and pensions on their books 
totaling ultimate payments of roughly 
$2 billion a year. 

S.S. Has Annuities in Force of 
$36 Billion 

“The social security system has annu- 
ities in force of some $36 billion a year 
or 18 times the amount of the private 
life insurance companies. Even allow- 
ing for pension plans not insured in 
private life insurance companies, it may 
be conservatively said that social se- 
curity annuities are easily 10 to 15 times 
as much as all private annuities put to- 
gether. 

“Recent figures show that at least 30 
million persons now draw pay checks 
directly or indirectly from the United 
States Treasury.” 

The speaker then cited a proposal 
tentatively approved by the annual con- 
vention of the International Labor Or- 
ganization in Geneva last June embody- 
ing a complete “cradle to the grave” 
program, which he said, would complete- 
ly socialize the life and accident and 
health insurance businesses. The pro- 
posal, which if finally passed by the ILO 
next June, would have the status of a 
treaty to be approved by the United 
States Senate, was voted for at Geneva 
by Senator James M. Murray (D. Mont.), 
and Philip M. Kaiser, assistant secretary 
of Labor, the two USS. delegates, and 
Labor Delegate George Philip Delaney, 
representing the American Federation of 
Labor, It was opposed by Charles P. 
McCormick, of Baltimore, the U.S. em- 
Ployer delegate. 





business in the same enviable position in 
the public’s eyes as is the life insur- 
ance business we must be ready to ac- 
cept the challenge given to us by Jarvis 
Farlev, Massachusetts Indemnity, who as 
president of the conference, put this 
question at its 1951 annual meeting: ‘Can 
further underwriting research be de- 
signed and conducted with the purpose 
of reducing the excluded areas in policy 
coverage and of filling gaps in the avail- 
ability of coverage to some segments of 
the population ?’” 

The speaker said that his answer was 
“yes” to that question. “We can and 


will reduce the excluded areas in policy 
coverage and we must make our cover- 
age available to some 
omitted,” he emphasized. 

In closing Mr. Wickman offered en- 
couragement for healthy experimentation 


segments now 


by A. _H. companies, saying: “The 
nature of our contracts permits such 
trial and error methods and we should 


take advantage of the opportunities to 
branch out.” He considered catastrophic 
medical expense coverage to be the most 
outstanding experiment in recent years, 
and it is one of the big topics of dis- 
cussion at this meeting. 


Cheek Calls Auto Hearing 


Commissioner of Insurance Waldo C. 
Cheek of North Carolina, announces that 
a public hearing will be held at Raleigh, 
at 10 a.m., on November 29, to consider 
a filing made by the North Carolina 
Automobile Rate Administrative Office 
proposing certain increases in automobile 
bodily injury and _ property damage 
liability rates. The proposed rate in- 
creases are as follows: Private passenger 
automobiles: bodily injury, 7.7%; prop- 
erty damage, 25.2%. 

Commercial automobiles: bodily injury, 
3.0% ; property damage, 24.2%. 
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SOUND DEFENSE FOR 


AMERICAN INDUSTRY 


Adequate insurance protection is one of industry’s best 


defenses against costly delays and unexpected hazards. 


Bonds guaranteeing bids, construction and supply 


contracts all play an important part in the defense 


For more than sixty years the United States Guarantee 
Company has specialized in this type of protection, 


both in times of peace and national emergency. 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers 
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ELECT R. J. PURCELL PRESIDENT 





S ds E. J. Gorman in Surety Under- 














E. C. KNAPP 

As announced recently, Secretary E. ( 
Knapp of the Aetna Casualty & Surety 

»., has been made head of the agency 
department of the company and Franklin 
E. Provost has become auditor for the 
Aetna Life Affiliated Cos. 

These promotions followed the death 
of Vice President C. B. Morcom who 
had executive supervision of the casualty 
and surety business of the group. In this 
capacity, he was succeeded by C. G. 














FRANKLIN E. PROVOST 


Hallowell, vice president of the Aetna 
Casualty & Surety and of the accident 
and liability department of the Aetna 
Life. Mr. Hallowell was also elected vice 
president of the Aetna Life and the 
Automobile Insurance Co. 

Mr. Knapp new head of the Aetna 
Cc. & S. agency department, has been 
secretary of the company since 1942. Mr. 
Provost, who had been assistant auditor 
of the companies in the group since 1946, 
succeeded the late Harold E. Wright. 





MD. PROGRAM COMPLETED 
400 Attendance Russeted at Nov. 14-15 
Annual Affair in Baltimore; Bassford 
Slated for Presidency; Six Speakers 

The program is practically completed 
for the 15th annual convention of the 
Maryland Association of Insurance 
Agents which will be held November 14 
and 15 at Lord Baltimore Hotel, Balti- 
more. Speakers on the first day will be 
Hugh D. Combs, executive vice president, 
United States F. & G., who will discuss 

“The Agent, the Claim Man and Auto- 
mobile Loss Ratio,” and Richard E. 
Farrer, secretary, National of Hartford 
Group, whose subject will be “The Posi- 
tive Approach to Insurance.” 

Headliners the second morning will be 
John P. Madigan, assistant manager of 
Maryland Casualty’s New York office, 
and Joseph F. Leopold of Dallas, who 
will repeat his talk on mutual vs. stock 
company taxation which he gave a few 
weeks ago at the Wisconsin Associa- 
tion of Insurance Agents’ annual meet- 
ing. Luncheon speaker will be James 
O’Conner of the National Underwriter. 

Morris B. Bassford, executive vice 
president of the association, who is the 
owner of the Maryland General Insur- 
ance Agency of Baltimore, is slated 
to be elected president. He will suc- 
ceed E. Stuart Winsor of Riggs, War- 
field & Roloson, who will submit his 
annual report the afternoon of the sec- 
ond day. Nominating committee chair- 
man is J. Vernon Coblentz of Frederick, 
Md., board chairman of the association. 
Program committee is Frank A. Doyle 
of Maury, Donnelly & Parr. An attend- 
ance of about 400 is expected. 


ESTABLISHES TRUCK MARKET 





California General Agency to Issue Joint 
Policies for Zenith National and 
California Union 

President Arthur M. Brown of Ed- 
ward Brown & Sons, San Francisco and 
Los Angeles, has announced the general 
agency has established an additional 
market for truck coverages. In his an- 
nouncement, Mr. Brown said 

“Realizing the pressing need for com- 


TO HOLD OKLAHOMA HEARING 





Insurance Board to Consider National 
Council’s Proposal for 10.1% Increase 
in Compensation Rates 





Oklahoma’s State Insurance Board 
has announced that an early hearing will 
be held on a proposal by the National 
Council on Compensation Insurance for 
another increase of 10.1% in workmen’s 
compensation and employers’ liability 
rates in Oklahoma. 

The council proposed that the new 
rates be put into effect December 1, but 
the board pointed out that no change will 
become effective until approved by the 
board. 

An increase of 9.7% in the manual rate 
premium on workmen’s compensation 
and employers’ liability insurance was 
granted in Oklahoma about two months 
ago, at which time the council had 
asked for an increase of 14.4% because 
of the $13,500 automatic death benefit 
law enacted by the 1951 Oklahoma legis- 
lature. 





ance Co. of Los Angles and with the 
California Union Insurance Co. of our 
own office, to write: all coverages in a 
joint policy to be issued in the name of 
the Pioneer Automobile Underwriters 
Agency and combining the facilities of 
the two companies. Adequate reinsur- 
ance on both sides of this undertaking 
makes a strong market and one which 
ro be useful to agents and brokers in 
California, in view of the increased lim- 
its recently enacted by the state legisla- 
ture, which will henceforth be required 
by the Public Utilities Commission.” 


writers Assn. of New York; Clute 

and Verdrose Also New Officers 

Richard J. Purcell, bonding manager 
in Columbia Casualty’s metropolitan New 
York office, was elected president of the 
Surety Underwriters Association of the 
City of New York at its annual meeting 
November 1 at the Lawyers Club, New 
York. Mr. Purcell, who attended Notre 
Dame University, has been in the bond- 
ing field since 1925 when he joined the 
Fidelity & Deposit’s Jersey City branch 
office. Subsequent connections were with 
Schenck & Schenck, Jersey City agency, 
and American Mutual Liability in New 
York where he was eastern bonding 
representative, and then Columbia Casu- 
alty which he joined in 

Other officers elected by the associa- 
tion were Tracy A. Clute, Globe In- 
demnity, vice president, and Michael A. 
Verdrose, Springfield Fire & Marine, 
secretary-treasurer. Mr. Purcell suc- 
ceeds Edward J. Gorman, Fidelity & De- 
posit manager. 

Elected to the executive committee 
were Edward D. Sadler, American Sure- 
ty; James Hillas, Fidelity & Casualty; 
Frederick 4: Kehrii, Hartford Accident 
& Indemnity; Donald F. Harned, Trav- 
elers Indemnity, and Messrs. Purcell, 
Clute and Gorman. J. B. Duke, New 
Amsterdam Casualty, a past president 
of the association, presided ad interim 
during the election of officers. 

The nominating committee for this 
election was composed of John P. Madi- 
"er. Maryland Casualty, chairman; P. 

Crafts. Home Indemnity, and Rankin 
Ni artin, Standard Accident. 


Travelers Announces Eight 


Reassignments in Field 
The reassignment of eight field super- 
visors in casualty, fidelity and surety 
lines has been announced by Travelers. 
They are: Gordon P. Small from Syra- 
cuse to Rochester; Charles E. Moore- 
field from Baltimore to Richmond, Va.; 
William J. Adams from Boston to Balti- 
more; H. Robert Karl, Jr., unassigned, 
to Jacksonville; Raymond M. Larson 
from Peoria to Washington; Terrence 
E. Olson, unassigned, to Toledo; Ray- 
mond J. Reed, unassigned, to Newark; 
and John R. Turner, unassigned, to 
Syracuse. 


HARTFORD A. & I. CHANGES 





Mathews Assistant Manager, Southern 
Department; Kearns New Orleans 
Manager; Hills Goes to Syracuse 
The Hartford Accident & Indemnity 

Co. announces the promotion of John 

H. Mathews to assistant manager ‘of the 
Southern department at Atlanta, ap- 

pointment of Thomas E. Kearns, Jr., 

special agent at Tampa, Fla., to succeed 

Mr. Mathews as manager of the New 

Orleans office, and the transfer of 

Franklyn Hills from the home office to 

Syracuse, N. Y., where he will supervise 

casualty underwriting. 

Mr. Mathews joined the Atlanta office 
in 1930, serving first in the liability de- 
partment, and then as payroll auditor. 
Subsequently, he became a special agent, 
traveling several Southern states and 
became manager of the New Orleans 
office in 1950. He will take over his new 
position about February 1. 

Mr. Kearns joined the Hartford in 








Established 1923 
Confer 








Tel.: Mitchell 2-0963-4-5 
New Jersey 
Risks 
Office 


Markel Service Expands 
Operations in Canada 


PROGRAM IS WELL RECEIVED 
Offers Same Packaged Service Available 
in United States for 25 Years; Opens 
Office in Toronto 








Markel Service Inc. of the U.S.A, 
has introduced something new to the 
Canadian insurance field through its new 
Canadian subsidiary, Markel Service of 
Canada Ltd. The company is offering 
the same packaged service which has 
been made available by the parent com- 
pany in the United States for 25 years, 
Its program of underwriting, accident 
prevention and claims services is de- 
signed especially for motor transport 
operations, and risks are now being ac- 
cepted through licensed agents and 
brokers. 

Markel has opened offices at Toronto, 
and plans to extend its facilities to other 
parts of Canada. George F. Ball, a vet- 
eran of 23 years in the company, has 
been appointed vice president and gen- 
eral manager of the Canadian organiza- 
tion. 


Service Well Received 


The new service is going over well 
because operators interested in extend- 
ing their routes to the U.S. sometimes 
run into difficulty. And, as a result, 
arrangements to comply with Interst: ate 
Commerce Commission regulations have 
been complicated and costly. 

Markel’s packaged service is an answer 
to motor transport insurance _ prob- 
lems such as these. The firm not only 
writes public liability and property dam- 
age covers, but also maintains a mobile 
road inspection service geared to reduce 
accidents and their subsequent costs. 
Guidance on such matters as insurance 
for international hauls is provided with- 
out charge by the firm, working closely 
with its Washington bureau. 

Markel Service have been appointed 
the transport underwriting managers for 
the London & Edinburgh Insurance Co., 
whose policies they will use in Canada. 


RATES RISE IN PENNSYLVANIA 





Leslie Announces Increase of 30% P. D. 
and 11.4% B. on Private Cars; 
13.1% P. D. on Commercial Cars 
Insurance Commissioner Artemas C. 
Leslie announced new automobile bodily 
injury and property damage rates for 

the commonwealth of Pennsylvania, 
The rates approved for an increase of 
30% on property damage and 114% 
on bodily injury for private passenger 
cars and an increase of 13.1% on prop- 
erty damage for commercial vehicles. 
The revision of rates, as requested by 
insurers affiliated with the National Bu- 
reau of Casualty Underwriters, has been 
under consideration by the Insurance 
Department for several months. It has 
been made effective now because of the 
unusually high loss experience in liability 
lines, which is due in large part to the 


result of inflation in the national 
economy. 
Commissioner Leslie further stated 


the rate changes in Pennsylvania will be 
applied uniformly on a state-wide basis. 





1936, following graduation from Trinity 
College. He served first as a personal 
accident special agent in the Southern 
department, then as a field representa- 
tive handling all lines and covering ter- 
ritory in Georgia. He served in the Air 
Force during World War II, and then 
became special agent with headquarters 
in Tampa. 

Mr. Hills has been associated with 
the Hartford since 1928. First employed 
in the statistical department of the home 
office, he was subsequently transferred 
to the automobile underwriting depart- 
ment, and later became assistant super- 


plete coverage for trucks, especially those visor of the service department. Imme- 
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The Doctor looks at Diabetes 


It is estimated that there are one million 
people in our country who have diabetes... 


Their chances of living happy, useful lives are better 
today than ever before. In fact, life expectancy for the 
average diabetic is now double what it was before the 
discovery of insulin. 


Moreover, the outlook for still further gains against 
this disease is good, as medical science is constantly 
improving the treatment for diabetes. New types of 
insulin, for example, have made possible better control 
of this condition. Hope for future progress lies in cur- 
rent research on insulin and on utilization of food by 
the body. 


Doctors say, however, that successful control of 
diabetes more than ever depends largely upon the 
diabetic himself, who must understand his disease in 
order to learn to live with it. Above all, he must co- 
operate closely and faithfully with his physician in 
keeping insulin, diet, and exercise in correct balance. 

Today, the patient who carefully follows the doctor’s 
instructions about these three essentials of treatment 
—as well as other measures to maintain good health— 
can usually look forward to many years of happy living. 


However, there are a great many people 
in our country who have diabetes, 
but do not know it... 


This is because the disease usually causes no obvious 
early symptoms. Yet detection is easier today than 
ever before. For instance, it is now possible for anyone 
to make a simple test at home to detect sugar in the 
urine—one of the signs of diabetes. 


This test is also a routine part of most medical exam- 
inations. If the test is positive, the doctor can then 
make additional tests to determine whether the pres- 
ence of sugar is due to diabetes or some other condition. 


Authorities urge everyone—particularly those who 
are middle-aged, overweight, or who have diabetes in the 
family—to have a check-up for diabetes included in 
regular physical examinations. In this way, the disease 
can be discovered early when the chances of successful 
control are best—often by diet ‘alone. It is especially 
important for those who are overweight to be on guard 
against this disease, as studies show that 85 percent of 
diabetics over age 40 were moderately or markedly 
overweight before the onset of the disease. 








Doctors stress the importance of 
learning the symptoms of this disease. 
They are: excessive hunger, excessive 
thirst, excessive urination, continual 
fatigue, and loss of weight. Although 
these symptoms may indicate well- 
established diabetes, prompt and proper 
treatment can usually bring it under 
control. Indeed, many patients live as 
long with diabetes as they would be 
expected to live without it. 
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This advertisement is one of a con- 
tinuing series sponsored by Metro- 
politan in the interest of our national 
health and welfare. It is appearing in 
two colors in magazines with a total 
circulation in excess of 32,000,000 in- 
cluding Collier’s, Time, Newsweek, 
Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Maga- 
zine, Woman’s Home Companion, 
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COMPANY) 






































a: a t Ls a 38 al bs : ee Pee Z F ts vi x ‘ ~ a ve : : “ 
i Sees # a net ; < ae . sees “ ; - hae i . }s . 
# ¥ ree é é é ‘ ‘a dy x . s : A . ( , 
; bs < 4 ' : : , 4 { N 
» F] , é L . . ‘ . ‘ ‘ 
4 “ey s wav J . \ A , . ” ‘ Serie a 
i —_ ‘ . N * " 
) Pe ; H . N i ’ . a ’ i Prk < < i . v = ‘8 
4 < ae . i - + ¢ ear: t ‘ i s . = 38 ete Pirie x { ou } oe alae - > . 
” 2 ~ : = = ee} N eae ‘ o S pe : 
“ . J : $ : ; x ) ie ' . gi : zy i 
Jy : ok i . 
’ ‘ . ae : ’ 2 : 
: ’ a. ‘ . / - f % 9 
a — 
% - 7 st f « « x ‘ 
. a 2 » . « fi ~ ~ e 
A v sik , - S : « 
= 2, Z “ 6 : e X 
. ’ ‘ + 
. ‘ f M be ¥ f z 
* Pane ie ' ‘ = < : . ' . * 
‘ 6 b ' ‘ “a 4 i : 
: . ss * : . , \ ’ 
{ : { es : ; . 
‘ E j « ‘ : % : 
3 " ‘ ; ‘ x ‘ a 
£ ~ 
a 
* 





